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Xhis guide outlines v^hat slioold be taught to provide 
training for high school students in agricultural sales and services, 
and to some degree hov and vith vhat resources. The general frameifork 
of this 1-year course outline is presented as a problemsolving 
approach wherein objectives spell out the expected outcomes. After an 
introductory section on use of the guide, 10 units of 
instruction — four supportive and six functional — are presented. The 
supportive units are .Orientation to Agricultural Sales and Services, 
Basic Selling, Farm Supply Store Management, and Business Procedures. 
The functional units are Feed Sales and Services, Seed Sales and 
Services, Fertilizer Sales and Services, Pesticide Sales and 
Services, Petroleum Products Sales and Services, and Hardware Sales 
and Services. Each unit contains objectives, learning activities, 
topics, and resources. A bibliography, a list of recommended 
materials for equipment, and the names and addresses of professio^i^al 
or technical organizations are appended. (BD) 
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' Foreword 

This curriculum guide was developed as a part of a larger project to revise the t< 
cultural education curriculum in South Carolina, The project was designed to implemeni 
following changes: 

• provide a more comprehensive vocational offering 
place a greater emphasis on behavioral objectives 
place a greater emphasis on learning activities 
. encourage an inductive approach to teaching 

result in the re-identification of the units of instruction 
Units of instruction for each course were developed which include behaviorally st^ 
suggested learning activities, a topic outline, and suggested resources. 

Frank R, Stover, State Supe 
Agricultural Education 
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m guide was developed as a part of a larger project to revise the total agri- 
curriculum in South Carolina. The project was designed to implement the 

provide a more comprehensive vocational offering 

place a greater emphasis on behavioral objectives 

place a greater emphasis on learning activities 

encourage an inductive approach to teaching 

result in the re-identlf ication of the units of instruction 

taction for each course were developed which include behaviorally stated objectives, 
^activities, a topic outline, and suggested resources. 

I , Frank R, Stover, State Supervisor- 
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Rationale for the Course 



South Carolina has almost 40,000 farmers. These farmers require a variety of suppli 
services to operate their farms. They need machinery and equipment - fertilizer and seed] 
need feed and insecticides. They need hardware - tools, bolts, nails. They need equipme 
hog feeders, buckets, hoes, and rakes. They need services - advise about the products tli 
custom application of chemicals - custom mixing of feeds. 

Although exact figure: showing the number of businesses in South Carolina engaged. inj 
tural sales and services are not available, the Census of Business reports that there wer 
in South Carolina which carried hay, grain, feed and farm supplies and that 144 of these 
sold a sufficient volume of these supplies (as compared to other items carried) to be claJ 
the category lableled "Hay, Grain and Feed Stores", An additional 127 were classified vni 
heading of "Other Farm Supply Stores",^ The Farmer Cooperative Exchange alone reported a/ 
23 stores in South Carolina which employed some 350 people. :| 

Persons seeking a career in thase businesses will need technical skill and managerial 
tencies. Several area vocational centers have already begun teaching courses in Agriculttl 
and Services, Others are expected to do likewise. .4^ 



1 ■■, v'wtj 

U, S. Bureau of Census, Census of Business, 1967. Retail Trade: Merchandise Line Sa 
South Carolina, BC 67-MLS-42. U. S. Government Printing Office, Washington, D. C, 1970 -f! 
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^0,000 farmers. These farmers require a variety of supplies and 
leir fa^. They need machinery and equipment - fertilizer and seeds. They 
W^^' ""^^y "^^'^ h^i^^'are - tools, bolts, nails. They - it - 

^ogs.,:and;rakes. They, need services - advise about .:uci -.^y buy - 

in--' . ■ " 

- custom mixing of feeds. 

if-;- , 

|ures showing the number of businesses in South Carolina engaged in agricul- 
|g,,are not available, the Census of Business reports that there were 588 stores 
^carried hay, grain, feed and farm supplies and that 144 of these stores 
fie.of these supplies (as compared to other items carried) to be classified in 
■Hay, Grain and Feed Stores". An additional 127 were classified under the " 
y stores". The Farmer Cooperative Exchange alone reported a total of 

• ^ . . . • 

iqlina which employed some 350 people. 

l^fcareer in these businesses will need technical skill and managerial compe- 

pl^*' ■ ■ ■ ■ " 

centers have already begun teaching courses in Agricultural Sales 
fere expected to do likewise. 



m 
f 



g'nsus. Census of Business j 1967.. Retail Trade; Merchandise Line Sales . 
toST42. U. S. Government Printing Office, Washington, D. C, 1970. 
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A course designed to provide training for high school .students in Agricultural Sal 
and Services is needed to provide saleable skills for graduates and to supply this segit 
of the agricultural industry with competent employees. 



I fir 



giied to provide training for high school students in Agricultural Sales 
eded to provide saleable skills for graduates and to supply this segment 
1 industry with competent employees. 



■is.;.. ," 
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Curriculum Framework 

The designers used the following continuums to frame their thinking as they constru 
courses. Iheir biases are indicated below. For example, the designers felt that at the 
school level they would prefer comprehensiveness to specificity. Therefore the dot is p 
the side of the continuum labeled comprehensiveness. 



Specificity 
Exploratory 



Process O ■ — i 

Student Needs ^ 

Basic Principles.- ^ 

^ Local Needs # — {- 

Hands-on AcLivities • 1- 



Comp r ehens i venes s 

Vocational 

Content 

Industry Needs 



Inductive . # 



4- 



- Practical Application 

- National Needs 
Abstract Activities 

- Deduct iioe 
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y Curriculum Framework 

ised the following continuums to frame their thinking as they constructed these 
ies are indicated below. For example, the designers felt that at the high 
mid prefer comprehensiveness to specificity. Therefore the dot is placed on 
:inuum labeledi comprehensiveness. 

■ 

Specificity 1 — ^ Comprehensiveness 

^ Exploratory 1# Vocational 

Process • 1 Content 

Student Needs ^ Industry Needs 

"a: ' 

Basic Principles ^ Practical Application 

Local Needs S — I — ---r— National Neefex 

V Hands-ton Activities • 1 -,::r- — Abstract Activities 

Inductive — • 1 ^■-^m *^ Seductive 
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Use of the Guide 



This guide is not a textbook. It is, as entitled, a curriculum guide . It is not des: 
provide content, but to refer to content. It is designed to ask the prior questions - whal 
be taught and to some degree how and with what resources. Hie objectives are not behaviors 
truest sense - they may be closer to goals. Hopefully they help spell out the expected ojli 
of the course. It was felt that the teachers of the course can determine the ''givens" of 1 
tives and set their ovva ''performance standards" as needed for a particular class or indivl^i: 

The general framework of the course is problem solving. To this degree, it is a funci 

■■ • - ■ f ■ ■ ■ ■-■ ■• ■ - ■ ■ - ■ - — ' 

Hopefully, most units will be taught inductively, i. e., the teacher will begin with a pra< 



or project and back up to basic principles. It is also hoped that most of the learning vact 

\ . .. . , ' ,f 

be "hands-on" type activities although the importance of vicarious learning is recognized;^! 

This curriculum guide was designed for a one year course. No special sequence is recc 
However, the order in which the- guide is assembled offers one alternative. 

Please note that the paradigm used is a suggested format for the state. Local condldi 
require different time allocations « 



f'^ Use of the Guide 

t a textbook. It is, as entitled, a curriculum guide . It is not designed to 

to refer to content. It is designed to ask the prior questions - what should 

ih'.--' ■' ■ , — 

'^degree how and with what resources. The. objectives are not behavioral in the 

be closer to goals. Hopefully they help spell out the expected outcomes 
i felt that the teachers of the course can determine the "givens" of the objec- 
m "performance standards*' as needed for a particular class or individual, 
work of the course is problem solving. To this degree, it is a functional approach 
fWill be taught inductively, i. e,, the teacher will begin with a practical problem 
^- to basic priixciples. It is also hoped that most of the learning activities will 
fcivities although the importance of vicarious^ learning is recognized. 

c,:£... . - . . 

^uide was designed for a one year: course. No special :.sequence is recommended. 
fWhich the guide is assembled of±ers one alternative. 

[•if! 

the paradigm used is a suggested format for the state^ Local conditions may 
allocations fl 
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UNIT: 

SUB-UNIT: 



OBJECTIVE(S): 



Orientation 



,^,ricultaral Sales and Services 



The student will be able to: 



I. Describe in outline form the course in agricuit 
sales and services. 

II. Prepare in outline form a plan for integrating'/ 
FFA program and the course. - 



III. Prepare in outline form a supervised practice 

program which will enrich the, course, , J 

IV. Plan an occupational work experience program to 
the course in agricultural sales and services, 1 

V. Prepare a plan for exploring careers in agricull 
sales and services. 

VI . • • • • 
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Orientation to Agricultural Sales and Services 



:CrriVE(S): The student win be able to: 

V I. Describe in outline form the course in agricultural 

I sales and services, 

f.-:; II. Prepare in outline form a plan for integrating the 

lEFA program and the course. 

T'-" " Ill . Prepare in outline form a sujpervised practice ' " ^ 

program which will enrich the course. 

; IV. T Ian an occupational work experience program to complement 

:the course in agricultural sales and services. 

/; ' V. ~Pxepare a. plan for exploring careers in agricultural 

sales and services. 



,g]l!|Nj!|'?:|j^^^^^^^^^ to Agricultural Saie.s' and Secvices 



OBJECTIVES 



The slAident v/ill be abJo to: 

I. Describe in outlines form the course in agricultural 
sales and services. 



A. List the major ob jectives (s) in each unit. 

Bv List the major learning activity (s) to be 
accomplished in each unit, 

C. List the maj or Lopic(s) to be covered in 
each unit. 

D. LisL the major rtiSources to be used in each 
unit . 



TI. 



Prepare in outline form a plan for integrating the 
FFA program into the courvSe in agricultural sales 
and services. 

A. List possible home or community improvement 
activities involving agricultural sales and 
services which could become projects for FFA. 

B. List projects related to agricultural sales 
and servicCvS suitable as part of the BOAC 
program. 

C. List some of the possible radio or TV programs 
that could be built around agricultural sales 
and services. 



10 



II. 



LEARNING ACTIVITIES 



Assign a committee to eacfr.b&^t 
have them critique the unit aric 
suits to the class with suggest^ 

Observe a presentation by the^ 
course siodel via overhead pro je 



Prepare a list of proposed agri 
and services projects for the F 



Enter FFA contests related to a 
and services. ' 



Prepare^^radio or TV programs cb 
raent projects in the local ,comni 
agricultural sales and services 
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Il^lturkl ; Salesr and Services 



rin; the course in agricultural 



tttives(s) in each unit. 

fning activity (s) to be 
Si' unit. 

^vVi:-V-; - ■ ■ 

Lc(s) to be covered in 



Purees to be used in each 



jila plan for integrating the 
bfurse in agricultural sales 

[pr community improvement 
ig agricultural sales and 
.d become projects for FFA. 

:ed to agricultural sales 
)le as part of the BOAC 



jssible radio or TV programs 
t:^ around agricultural sales 



LEARNING ACTIVITIES 



I, 



Assign a conmilttee to each of the major units and 
have them critique the unit and report their re- 
sults to the c' iss with suggestions for change. 

Observe a presentation by the instructor of the 
course model via overhead projection. 



II. Prepare a list of proposed agricultural sales 
and services projects for the FFA. 



Enter FFA contests related to agricultural sales 
and services. 



Prepare radio or TV programs concerning improve- 
ment projects in the local community related to 
agricultural sales and services. 



'em 
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bllliTv....^ Orientation to Agricultural Sales and Services 
SUB-UIMIT: 



TOPICS 



I. Agricultural sales and services 



A. Objectives 



B. Learning activities 



C. Topics 



D. Resources, facilities and equipment 



E. 



II. FFA as an integral part of the course 



A. Committee projects relating to the environment 



B. Agricultural sales and services projects 
related to the BOAC program 

C. Contests relating to the course 

Team 

Individual 



26 



-rim 



RESOURCESH: 



I. The curriculum guide 



II. Bender, et al. The FFA-:^n<il' 



11, 
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sntatlon to Agricultural Sales and Services 



TOPICS 


RESOURCES 


al sales and services 


I. The curriculum guide 




Ives 






ag activities 






ces, facilities and equipment 






Integral part of the course 


II. Bender, et al. The FFA and You. 




tee projects relating to the environment 






Ltural sales and services projects 
hto the BOAC program 






ts relating to the course 

Prt' ■■ ■ 
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'i|;=fii.UNIT: . Orientation to Agricultural Sales and Services 
iS^UB UNIT: 



OBJECTIVES 



LEARNING ACTIVITIES 



III. 



IV. 



D. List some of the team contf^.sts related 
to the course. 

E. List some of the individual contests related 
to the course, 

F» • • « • 

Prepare in outline form a supervised practice 
program which will enricli if not form the core- 
of the course. 

A. List at least two possible home produ'ztJ.on 
projects related to agricultural salts and 
servi ces, 

13. List at Least two possible home improvrmeat 

projects reiaLed to agricultural, sales 'incl servicjes. 



III. Conduct a home production proje 
agricultural sales and services 

Perform a supplemental home or 
agricultural sales and services 



Perform a home improvement proj 
agricultural sales and services' 



C. 



D. 



List at least two supplementary farm jobs 
relating to agricultural sales and services. 



Plan an occupational work experience program to 
•ompienent the course in agricultural sales and 
services. 

A. List at least two work stations in your 
community v^hich would provide training in 
occupations related to the course. 

B. Prepare a brief work schedule for occupational 
vifbrk expierience^' at" 6 



C)« . • • • 



IV. Make plans for and/or obtain a 
occupation related to agricultu 
services which will help prepar 
career. 

Prepare a work schedule for a c 
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g^iiltural Sales and Services 



rriVES 



LEARNING ACTIVITIES 



team contests related 



individual contests related 



rm a supervised practice 
rich If not form the core 



possible home production 
to agricultural sales and 



: possible home improve meat 
to agrlctiltural snl.vs mcl servi(|es. 

; supplementary farm jobs 
Liltural saleH and services. 



work experience program to 
.in agricultural sales and 



I work stations in your 
puld provide training in 
ed to the course. 

'ork schedule for occupational 
lt"^ue such statlo^n. ^ — ^ 



III. 



rv. 
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Conduct a, home production project related to 
agricultural sales and services. 

Perform a supplemental home or farm job related to 
agricultural f^ales and services. 



Perform a home improvement project related to 
agricultural sales and services. 



Make plans for and/or obtain a part-time job in an 
occupation related to agricultural sales and 
services which will help prepare for a future 
career. 

Prepare a work schedule for a chosen work station. 
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UNIT: Orientation to Agricultural Sales and Services 
SUB-UNIT: 


'"')■'■'' 


l^PICS 


RES0URG£8 J 


In. Integration of supervised practice program 
into the cours-: 

A. Productive ii;^r/j:ects 

B. Home improvement projects 

C. Supplementary farm jobs 

0» « • • « 

IV. Occupational work experience in agricultural 
sales and services 

A, Locating work experience stations 


Ui. *: i ^ Mxllen::.. Supervised. Practiisrret^ 
AgrlrnrTtaire, 

IV, Binkley. Experience Programs 
Vocations in Agriculture, Cha 

. Fuller. Education for Agricu 




B, Job schedules 
C« « • « • 


Hoover. Handbook of Agriculf 
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CS 



HESOURCES 



upervised practice program 



cts 



; projects 
;rm jobs 



►erience in agricultural 



iperience stations 



1 MtlXev . Supervised Practice in Vocational 
4.\£ri^ulture. 



B7-. Binkley. Experience Programs for Learning 
^creations in Agriculture ^ Chapter 31. 



IFouLlex:. Emrcation for Agricultural Occupations ^ 



iiofti^ver . Handbook of Agricultural Occupations . 



13 



31 



UNIT: Orientation to Agricultural Sales and Services 

SUB-UNIT: 



VI, 



OBJECTIVES 



Prepare a brief plan for exploring careers in 
agricultural sales and services. 



A. 



B. 



C. 



List, at lieast one test which can be used to 
analyze giersonal strengths and weaknesses. 



List at least five criteria for evaluating 
careers. 



LEARNING ACTIVIfT 



Ask for an interview ^th you 
po discuss your strengths and 

class project, try to se 
^ExiideliiiES for evaluating car 
«EEa is :fflqplored during the c 



VI, 
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icultural Sales and Serviici^s 



l/ES 



LHEARNING ACTIVITIES 



ir exploring careers in 
Jservi ces% 

.i' ■ ,• 

test which can be used to 
pcengths sad weaknesses. 



^criteria for evaluating 



V. Ask for an j:jaterviessr with your guidancE cmcaEg^lor 
to diis-cuss jaur stxssgtiss and weaknesses* 

As a class prqject, txy t:o set up .-a list: of 
guidelines for evalkatiiag:: careers as eacfa catrger 
area is explored dudng tlie course. 



VI. 
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-UNIT: i)rienttai:ian to Agricultural SalfP^ and Services 

SUB-UNIT: _ 



TROPICS 



RESOURCES 



VI. 



CaSiSex exploirati-^^irs 

A. Personal a^^sssment 

ApirtiHEofes 
AttjTmfe; 

Genesiail contpetencies 
Criteria. Sor career evaluation 



V, Hoover. Handbook of Agrlctilt 
Chapter 1. 



VI. 
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ricultur^ SaJte and Services 


tr- ■ • 


RESOURCES 




V. Hoover • 


Handhcndk of Apricultural Occupations, 




Chapter 


1. 


It 






incies 






2r evaluation 






1" 


VI. 




{, • ■ • •• 
■[ 


j 
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UNIT: 
SUB-UNIT: 



RSOURCES 

Orientation to Agricultural Sales and Services 



BOOKS 

Bender, Ralph E. Clark, Raymond and Taylor, Rcibert 
E. The FFA and You > DanviULe., ILL: The 
Interstate Printers and Publishers, Inc., ilSfiZ. 

Binkley, Harold and Hammonds:, £axsia. EscpenLgice 
Programs for Learning Vocatloas In AgT±c\xUtm^, 

Fuller, Gerald R. Educ a tion Snr i^riculturaa. Ikrcu- 
pations , Danville, ILL: Hfe Inters tame 
Printers and Publishers., Inic. 

Hoover, Horman K. Handbook ct Agricultuaral, Occgar - 
pations , Danville, ILL: Intents tate 

Printers and Publishers, Imr,, 2nd ed., 1969, 

Miller, Texton R. Supervisesa: Practice it i Voca- 
tional Agriculture ^ DanviXle, LIJL: The 
Interstate Printers and Puiblishers, Inc. 



FILMS AND FILMSTRIPS 



BULLETINS 



TRANSPAHENGiES 



I*' 



RESOURCES 



|^t6;,Agricultural Sales ^and Services 



nrfc^ Raymond and Taylor, Robert 
i& Danville, ILL: The 
Ij^arid Publishers, Inc, 1962. 
lainunonds, Carsie. Expexience 
:ng> Vo cations In Agrjcultare , 
t ucation for Agricultural! Occu- 
v^ttL; The Interstate . 
[hers i Inc. 

indbook of A g ricultural Occu- 

ILL: The Inters tatte 
Jhers, Inc. 2nd ed. , 1969. 
ipervised Prac tice in Voca- 

Danville, ILL: Txie 
f and Publishers, lus^i. 
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UNIT: 



Basic Selling 



SUB-UNIT: 



OBJECTIVE(S): The student will be able to: 

I. Plan a sales program for a typical agriculture 
>^X • • • » • 
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Basic Selling 



The student will be able to: 

I. Plan a sales program for a typical agricultural business. 



■UNIT: Basic Selling 
SUB-UNIT: 


OBJECTIVES 


LEARNING ACTIVII 


The studen r will be abl^ to: 

!• Plan a sales progrsm for a tyrgical agricultural 
^business. 

A. Plan an advertising prograan for a typical 
and/or actual agrinntimltuxaL business. 

1. When given se:i7'e2ral laewspaper ads ranging 
from very good tto very poor, rank them 
accordingly.. 

2. When given sevasral radio and/or TV com- 
mercials dealtim^ with agricultural 
products which niange from good to poor, 
rank them .airconaingly , 

3. List at Tlpa=str 3 criteria for evaluating 
a given t^e of .advertisement. — 

B. Plan a producr aicrd/ox window display for a 
given or typical agricuiLtural business. 

1. When shown pictures of three products 
and/ or window displays., rank , them in 
order of efj§ectiveness. 

-_,2,^ — X i s t^..a t^ ■ le cas.t-.£Lve ^ cri t e r i a .^us e d in — ^ ^ 

evaluating ra isaroduct: display, 

3. ' " • 

^0 ^ 


I. As a class or small group pro 
tising program for a hypothet 
agricultural business. 

Interview local store manager 
advertising program used. 

As a small group or indiviual 
radio ads, newspaper ads or:T 
present them to the class. 

Obtain catalogs of ads, TV co 
promotional materials availab 
manufacturers. . 

•■■ " ■ ^ /* 

. . ' ' ' ■ ■ ■ : 

As a class or small group pro 
and/ or window display for an^ 

While visiting local agricult 
observe the equipment and/or4 

■ 'A 

.^.^ ...^^Ob t ain--^ equ ipmen t---and^ show r o om 

from the major agriculturalks 

: : . ■ ' ■ \ ■ - ' >Dr^ 

,.' .[:■.■_.■,■■■ . ■■: ■ ^ ■ ''--^^^^^^^^ 
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^^br a typical agricultural 

iSg -program for a typical 
;ricultural business. 

leyeral newspaper ads ranging 



lOjd ■ to very poor, rank them 




leyWral radio and /or TV com- 
Lplrig with agricultural 

range from good to poor, 
icordingly. 



i;t||3 ^criteria for evaluating 
gof advertis emen t . 

ind/pr window display for a 
[^agricultural business. 



jfixirur e s-'O f~-thr ee-^p r od 11 c ts- 
)w| displays., rank them in 
Eectiveness. 

^Ilfive criteria used in 
]^product display. 



LEARNING ACTIVITIES 



I. As a class or small group project , plan an adver- 
tising program for a' hypothetical or actual 
agricultural business. 

Interview local store managers to determine the , 
advertising program used. 

. As a small group or indiviual project, prepare 
radio ads, newspaper ads or TV commercials and 
present them to the class. \ 

Obtain catalogs of ads, TV commercials and other:; 
promotional materials available from the product 
manufacturers. 



i 

I 
1 
i 
i 

Ml 

I 



As a class or small group project, plan a product;, 
and/or window display for an agricultural business 

-Whi4e-visit-ing— lo<>al-agr-iGultural---bu&-iness 

observe the equipment and/or showroom displays. ;\ 



Obtain equipment and showroom display suggestions v 
from the major agricultural supplies manufacturers 
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g|UNIT: . Basic Selling 
iSUB-UNIT: 












; TOPICS 


RESOURCES i 




!• Planning sales promotion 








Rouse and Nolan. Fundamental 




A, Advertising program 








Local farm machinery salesmen 




Newspaper ads 








Sales promotion division of if 




TV ccnrmercials 








. Smith, Display and Promotion" 




• 

B. Equipment display 








Robinson, Blacker and Logan. ^; 




Showroom displays 








Wingate and Nolan. Fundamenti 


•r 


Yard displays 








Sales promotion division 6 if ^Ei 

• ■ - ■. ' ■ '. ' ' 
Local farm supply salesmen 

• ■ ' -hM 
Smith. Display and Promotion , 


1 


u,.,,. ..,.42/,.. 
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ERIC 





RESOURCES 1 


ition 


. Rouse and Nolan. Fundamentals of Advertislnp[. ' j - 


;ram 


. Local farm machinery salesmen 1 . 




. Sales promotion division of farm supply companies \ 


- ' . Smith. Display and Promotion. J; 

j; 
[ 


; 

y 


. Robinson, Blacker and Logan. Store Salesmanship. 1 


lays 


. Wingate and Nolan. Fundamentals of Selling. 1 




. Sales promotion division of farm supply companies 1 < 




, . Local farm supply salesmen \ 




Smith. Display and Promotion. \\ 



ERIC 




Basic Selling 



OBJECTIVES 



Plan a sales approach for selling a typical 
and/or given farm product. 

1. List at least five criteria for evaluating 
a sales approach. 

2. List the five steps usee "'.n a typical 
sales approach. 

3. When given demonstrations of sales ap- 
proaches, select and label those selected 
as appropriate by an experienced sales- 
person. 

4. List at least five recommended items to 
check before meeting the customer. 

5. When given demonstrations of customer 
greetings, select and label those selected 
as appropriate by an authority on the sub- 
ject, e.g., book, instructor, experienced 
sales person, etc. 

^a7 — ^L±sir~at--deast-~five'--cr^i-teri'a--to-use--i 

evaluating a customer greeting. 

b. List at least five recommended things 
to do when greeting a customer. : 

6. When given demonstrations of the presen- 
tation of products to a customer , select 
and label those selected as appropriate 
by an authority. 



LEARNING ACTIVITIES 



foach for selling a typical 
jilproduct. 

^fiye criteria for evaluating] 
i>ach. 

pm^" ■■■■■■ 

e^steps used in a typical 
ch • 

feiaonst rat ions of sales ap- 
lect and label those selected 
[itj^'^by an experienced sales- 



Observe demonstrations of person-to-persori sales 
techniques. 

As a class project, pair up students and have one 
student role play the part of the . salesperson . , 
while the other plays the role of customer. 

Analyze sales approaches according to a five step 
technique (see reference for five steps). 



f^t : five recommended items to 
i^^meeting the customer. 

■< ■ . ■ 

lemons t rations of customer 
tele ct and label those selected] 
l?te by an authority on the sub- ] 
Jjb)bok, instructor, experienced 
X^- etc. 

Hleast five criteria to use in 
trig a customer greeting. 

riS.' " . ■ 

[lleast five recommended things 
Hen greeting a customer. 

demonstrations of the presen- 
l^oducts to a customer, select 
itose selected as appropriate 



Observe demonstrations of and/or simulate an 
jropriate sales greeting. Have the class 



app 



critique the demonstrations. 



Observe demonstrations of and/or simulate the 
presentation of products to a customer. Have 
the class critique the demonstration. 



.5; 



.J 
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UNIT: Basic Selling 

SUB-UNIT: 



TOPICS 



RESOURCES. 



C. Planning the sales approach 



1. Criteria for evaluation 



2. Steps in making a sale 



3. Sales approach 



4, Presales preparation 



5. Greetin;g: the customer 

Criteria for evaluating a sales 
grefiitLng 

Ifejor points to consider when greeting 
a customer 



6. Presenting the product 



Robinson, Blacker and Logari^i^| 
Chapters 1 and 2.. ^ - ■ .JJ/^:^ 

Wingate and Nolan; : FundamerV 
Chapter 13 and 14. 

' ^' '■ 
The Ohio State University V.Sl 
ship , 

Ernes t . Basic Salesmanship ;^ 



"11? 
I 

m 



RESOURCES 



Les approach 

Q ■ ■ . ■ ■ 

r^evaluation 

.jv' '. . ■ - 

king a sale 
ach 

Bparatlon 
b; customer 

^for evaluating a sales 

Lnts to consider when greeting 

^r- ■■ 

■■"«'■■«■■*»- ■ ..II- ^ — — — " ■■ - it^tWv'ttt.—^ 

' : ' . . ■ 

the product 



Robinson, Blacker and Logan, Store Salesmanship 
Chapters 1 and 2. 

, Wingate and Nolan., Fundamentals of Selling, 
Chapter 13 and 14. 

The Ohio State University. , Selling and Salesman- x 
ship , 

Ernest • Basic Salesmanship . ] 



I': 

Ml...:. 
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UNIT: 
5UB-UNIT: 



Basic Selling 



OBJECTIVES 



LEARNING ACT! VII 



List at least five criteria for 
evaluating the presentation of pro- 
ducts to a customer. 

List at least three means of relating 
a product to the needs of a customer. 



c. 



J. 



l^JhEn given demonstrations of overcoming 
saies resistance, selstat and label those 
selected as appropri-ase by an authority. 

i:.a. List at least fi^ffiE criteria for eval- 
uating methods usead to overcome the 
customer's resistance. 

ib. List the five items of. sales ::esist- 
ance about which the .customer must 
make a decision. 

When given demonstrations of closing a 
sale, select and label those chosen as 
appropriate by an authority. 



:4 

•a 



Observe demonstrations of^ 
coming sales resistance . 
strations. . ',| 



■I 



Observe demonstrations of | 
closing of a sale. Have.;! 
the demonstrations. 



48 



a. List at least five criteria for eval- 
uating a sales closing. 

b. List at .least five recommended steps 
to closing a sale. 



9. 



_ 'rs II • • • • ' '* ^' ' < , 









teif -; ■ ■ 






iiiVES 


LEARNING ACTIVITIES 




Teas t f ^ for 
iaglthe presenta of pro- 




tl 


least thr^-:inean^ o£ relating 
||?tc) the tieeds of a customer. 




,emonst rations of overcoming 
?ance, select and label those 
'appropriate by an authority. 


• Observe demonstrations of and/or simulate over- 

- t^r\m-i ■ncr coloC TfiCS 1 Q t" i3n O <3 (Zyi t" "i. oilG^ tlhs demOTl"" -'^^ 

strations. 


gteast five criteria for eval- 
lethods used to overcome the 
i^iS resistance. 




1 


mt which the customer must 
lecision. 






lemonstrations of closing a 
^'and label those chosen as 
Sy an authority. 


Observe demonstrations o£ and/or simulate the 
closing of a sale. Have the class crjLtl^ue 
the demonstrations. 




lieast five criteria for eval- 
Hisales closing. 




il 

n 


lieast five recommended step:s 
Lng a sale.. 

- ■ 




n 
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J^'i UNIT: Basic Selling ;^ 
p SOB-UNIT: !: 


;\ TEiPICS 


RESOURCES 


a. Criteria for evaluating presentation 

b. Means of relating product to need 
c • • • • • 

7m Overcoming s^les resistance 

a. Criteria for evaluating salesman 
performance 

'IT. Types of sales resistance 
8. Closing a sale 


■ • . ■ 

. -: ::. ■ V.t%^, 

: ■ .■■ 'I'T'd-. 

• , 

• . . 

. • • ■ ' f4i 
£\ODni&ouy ijxaciver ana uo^s. 

manship, Chapter 4. V 

. Wingate and Nolan. Fundam 
Chapter 17. > 

■ ■ ■ ■ • " ^% 
■ .\ . Local farm supply store' nia 

* The Ohio State University-^ 
Salesmanship , ' A' 

Ernest. Basic Salesmanshi 

: . S 
JRcSxinson, Blacker and Loga 
ship. Chapters 5, 6 and 7'?^ 


a. Criteria for evaluarirrg a closing sale 

b. Steps ill closing a sale 

c • • • » • • 

9 ■ • • • • 


.. ...'.ii'-.i'Ji. 

. Wingate and Nolan. Fundam 
Chap'tier 18. L'.S 

. ■ ' ' 

.. Itocal farm supply stbre m 

; . irhe Ohio Stat(£ Universlty:| 
S alesraanship . . . >• '^M 

: ■ ■ ■ xk. 
■ TT . . • . '• > 
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RESOURCES 


Eor evaluating presentation 




-^"^^ 1 1.1 I.I i-i.i 1.1 II .. . -. •• .... 

~ " • ^ • • ■• ■ ■ .- ■ ■■' V\ '.'. f 


relating product to need 




; • • _ ■ • . • ' 4\vy 

■ • ■ '':■':'}' M 

• •■ ■-'};■ 

. .. ■ • - •- .-. 


J:^ ■ • ■ • 
les resistance 

for evaluating salesman 
Sales resistance 




•' ' ■ . 
... . _ _ . ., • 

Robinson, Blacker and Logan. Store Sales- ' 4 
raanship. Chapter 4. ' .-^^^^^^ * h 

Wingate and Nolan. Fundamentals of Selling, , 
Chapter 17. 

Local farm supply store managers or salesmen , ^ 






. The Ohio State University. Selling and '/^ 
Salesmanship. "1 

, Ernest. Basic Salesmanship. < 

. • , 

. » . « a 


e 




Robinson, Blacker and Logan. Store Salesman- 
ship . Chapters 5, 6 and 7. 


for evaluating a closing sale 

closing a sale 

■■■•11- . 




Wingate and Nolan. Fundamentals of Selling, 
Chapter 18. 

Local farm supply store managers or salesmen . ^ 

. The Ohio State University. Selling and 
Salesmanship, 


-.■■I ■ • 


— 4 

XX . • • • • 



RESOURCES 



UNIT: Basic Selling 
SUBUNIT: 



BOOKS 

Ernest^ John W. Basic Salesmanship , New York: 
Gregg Division/McGraw-Hill Company, 1969. 

Ohio Agricultural Education Curriculum Materials 
Service* Sellin]^ and Salesmanship o Columbus, 
Ohio. The Ohio State University.., 

Robinson, Blacker and Logan. Store Salesmanship . 
Englewood Cliffs, NJ: Prentice Hall, Inc., 5th 
edition. 

Rouse and Nolan. Fundamentals of Advertising . 
Cincinnati, Ohio: Southwestern Publishing 
Company, 6th edition. 



FILMS AND FILMSTRIPS 



TRANSPARENCIES 



Smith, Gary R. Display and Promotion . New York: 
Gregg Division/KcGraw-Hill Book Company , 1970. 

Wingate, J.W. and Nolan, C.A. Fundamentals of 
Selling* Cincinnati, Ohio: Southwestern Pub- 
lishing Company, 7th edition, 1964, 



1 e Salesmanship > New York: 



^ri:Hill Company, 1969. 

ucation„ Curriculum Materials 
dfeSalesmanship o Columbus, 



!e>University. 

dfeLogan. Store Salesmanship « 
:?/ Prentice Hall, Inc. , 5 th 

I^J: : ;,;'.- :'. ■■ 

ridamehtals of Advertising. 



RESOURCES 



buthwestem Publishing 



liay and Promotion . New York; 



iWr-Hill Book Company, 1970, 

>lan, C.A. Fund amen t als of 
^ Ohio: Southwestern Pub- 
edition, 1964. 



FILMS AND FILMSTRIPS 



TRANSPARENCIES 
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UNIT: 



Farm Supply Store Management 



SUB-UNIT: 



OBJECTIVE(S): The student will be able to: 

!• Plan a typical farm supply store oprefatiori; 



H • • • • • 
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UNIT: Farm Supply Store Management 
SUB-UNIT: 


OBJECTIVES 


LEARNING ACTIVIT 


X lie 










I. 


Plan a typical farm supply store operation. 




!• As a small group or class proj 
farm supply store operation. / 




A, Select a profitable site for locating a given 
type of farm supply store. 

1. List at least five criteria to consider in 
loca^ting a farm supply store. 




A. 


Obtain a local town or-cit 
ible farm supply store sit 
to the location of existin 
sites. 




2. List at least five types of farm supply 
stores. 
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ERIC 



Store Management 



TIVES 



o: 



pply store operation. 



e^site for locating a given 
y store. 

five criteria to consider in 
m supply store. 



LEARNING ACTIVITIES 



I. As a small group or class project plan a typical 
farm supply store operation. 

A. Obtain a local town or city map and mark poss- 
ible farm supply store sites. Compare these 
to the location of existing farm supply store 
sites. 



five types of farm supply 



ii. y*y* ' • Farm Supply Store Management 
i SUB-UNIT: 




TOPICS 


RESOURCES 1 


!• Planning a typical farm store operation 


I. Walsh/ Joy /Hoover. Selling Fari 
Local farm supply store manf 


A. Selecting a profitable site 

1. Criteria for selection 
. Land cost 
Space 

Convenience to fanners 
• • • • • 


Weyant/Hoover/McClay . An Ir 
Agricultural Business and It 

A. Agricultural supply company.. 

Farmers* Cooperative Exchang 


2. Types of farm supply stores 
Coop stores 
Private 
. General 
. Specialized 

• Feed 
Seed 

. Fertilizer 

• • • • • 




3 


\ 
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Igeinent 



nh; store operation 



table site 
selection 

a to fanners 
supply stores 

Lzed 
tlizer 



RESOURCES 



I . Walsh /Joy /Hoover . Selling Farm and Garden Supplies 

Local farm supply store managers 

. Weyant/Hoover/McClay. An Introduction to 
Agricultural Business and Industry , 

A» Agricultural supply company representatives 

Fanners* Cooperative Exchange 
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EKLC 



f^|.;U|NllT: Farm Supply Store Management 
SUB-UNIT: 



OBJECTIVES 



LEARNING ACTIVITIES 



59 



B. Estimate the voltime of sales of a given product 
in a selected community, 

1, List at least five factors which influence 
the volume of a selected farm product sold 
in a given community. 

2, Cite at least one source of sales volume 
information. 



3. 



C. Select an appropriate inventory for a given 
farm store in a selected community. 

1. Cite at least one source of help in 
selecting an inventory. 



2. List the major categories of items to be 
inventoried for a selected store. 



3 . .... 



28 



Determine from local farm su 
the voliMe of selected produ 

While interviewing a distric 
tive of an agricultural supp 
to discuss means of estimati 



C. 



Obtain a recommended invento 
farm supply store from the F 
Exchange. 

While interviewing a distric 
a company selling agricultur 
him to provide guidelines fq 
inventory of items to be sol 

As a class project, and with; 
the owner, prepare a rough i 
farm supply store. 



EKLC 



agement-- " 




LEARNING ACTIVITIES 


J; of sales of a given product 
iilty. 


B. Determine from local farm supply store managers 
the volume of selected products sold. 


ive factors which influence 
..selected farm product sold 
luriity. 


While interviewing a district sales representa- 
tive of an agricultural supply company, ask him 
to discuss ineans of estimating sales volume. 


•ne source of sales volume 


• . . • « 


Lte inventory for a given 
.ected community. 


C. Obtain a recommended inventory for a typical 
farm supply store from the Farmers* Cooperative 
Exchange • 


ine source of help in 
Lventory . 


While interviewing a district sales manager for 
a company selling agricultural supplies, ask 
him to provide guidelines for selecting an 
inventory of items to be sold. 


•categories of items to be 
►r a selected store. 


As a class project, and with the permission of 
the owner, prepare a rough inventory of a local 
farm supply store. 
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lUNIT: ' Farm Supply Store Management 
SUB-UNIT: 



TOPICS 



B. Estimating the volume of sales 

1. Factors to consider 
Type of farming 
• Number of farms 



2, Sources of sales volume information 

3 • • • • • 

C. Selecting an inventory 

1. Sources of inventory Information 

2, Categories of materials to be inventoried 
3 • • • • • 



RESOURCES 



B» Agricultural supply company ;i 

• Local farm store managers or;' 

Farmers^ Cooperative Exchange 

• « ■ a a 

C. Agricultural supply company r 

• Local farm store managers or 

Farmers^ Cooperative Exchang*^ 
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;;agenent 



RESOURCES 



5; of sales 
ler 

[IS 



-volume information 



tory information 



terials to be inventoried 



29 



B. Agricultural supply company representatives 
Local farm store managers or salespeople 

Farmers* Cooperative Exchange 
• « • • • 

C. Agricultural supply company representatives 
Local farm store managers or salespeople 

Farmers * Cooperative Exchange 
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UNIT: Farm Supply Store Management 
SUB-UNIT: 




OBJECTIVES 


LEARNING ACTIVI 


D. Select the services to be provided by a given farm 
supply store. 


D. As a class or small group pro;; 
services offered by local fam 


!• Cite at least five criteria for selecting- * 
services to be offered. 


. Prepare a list of guideline 
services to be provided ^ in 


2. List at least ten types of services frequently 
offered by farm supply stores. 

3 

E. Select and/or diagram the facilities needed for a 
selected type of faim supply store. 


. While interviewing local fi 
ask them to discuss the rei 
of various services such" ai 
tion , seeding , feed mixing 


E. Obtain floor plans for typica 
perhaps through the Farmers 'vi 


1. Cite at least five criteria for selecting faci-- 
lities for a given or selected farm supply store. 


Obtain a floor plan of a loca 


2. List at least five types of buildings frequently 
used in a farm supply store. 


As a small group project draw 
typical farm supply store. 


3. Compare and contrast the major types of build—, 
ings. 




4. . . . . 


■ ^,1 

• • 

■ l- 

■ ■■'■■■V 
■ i 
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fanagement 




LEARNING ACTIVITIES 


DC provxcicQ Dy a given zHrin 


T) Aq a nl^^QQ DT GTTirjl 1 pTOno "DToiect. survGV the 
services offered by local farm supply stores. 


i,criteria for selecting 

[red. .■....„...,■ 


. Prepare a list of guidelines for selecting 

services to be provided in a given community. 


*. ' ■ - ■ 

:ypes of services frequently 
>ply stores. 


While interviewing local farm store managers, 
ask them to discuss the relative profitability 
of various services such as fertilizer applica- 
tion, seeding, feed mixing, etc. 


the facilities needed for a 
supply store. 


».•»•■ 

E. Obtain floor plans for typical farm supply stores- 
perhaps through the Farmers' Cooperative Exchange • 


^criteria for selecting faci-* 
)oT selected farm supply store. 


Obtain a floor plan of a local farm supply store. 


^ types of buildings frequently 
ply store. 


As a small group project draw a floor plan for a 
typical farm supply store. 


bt the major types of bull d- 

i' ■ ■ 

f ' 

\ ■■ ' 


» . . ■ . 
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UNIT: Vatm Supply Store Management 

SUB-UNIT: 



TOPICS 



D. Selecting services to be provided 

1. Criteria for selection 
. Profitability 

Effect on sales of other items 



2. Types of services offered 
Custom work 

• Fertilizing 
Pesticide spraying 
Planting 

• • • • • 
Feed mixing 
Post treatment 



Selecting facilities 

1. Criteria for selection 

2. Types of buildings 

3. Building type comparison 



4. 
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RESOURCES 



D. Local farm store managers or s£ 
Farmers* Cooperative Exchan^ 



E. Fanners' Cooperative Exchange 
Local farm store managers 
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EKLC 



lire Management 





RESOURCES ^1 


be provided 
tion 


D. Local farm store managers or salespeople. 
. Farmers' Cooperative Exchange. 


...of other items 


• ■ • • ■ • ■ 


iof fered 


« « • • • 


graying 


E. Farmers' Cooperative Exchange 


ction 

;s 


. Local farm store managers 


iparlson 
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UNIT: Farm Supply Store Management 

SUB-UNIT: 



OBJECTIVES 



LEARNING ACTIV 



Plan an advertisement program for a selected 
farm supply store. 



1. List the major methods or media used for 
advertising by farm supply stores. 



2. Compare and contrast the major media used 
for advertising. 



3. 



G. 



Determine the personnel needs for a selected farm 
supply store. 

1. List the major job positions in a typical or 
selected farm supply business. 



List the major tasks performed by persons in 
each of the major job positions. 

List the major competencies needed by persons 
in each of the major job positions. 



F. 



As a class project plan an ad 
typical farm supply store. vJ^ 
or pair of students could do j 
others did radio, TV , .^postersi 

Determine the type of .adve 
local farm supply stores. | 



Prepare a file of farm suj 
local newspapers. 



Determine the number of peopl 
farm supply businesses by job! 

Interview persons working.!; 
stores to determine tasks p 
tencies needed. 



4. 



67 



32 



EKLC 







tor©; Management 




pCTIVES 

eii— — . — — 


LEARNING ACTIVITIES 


|oit program for a selected 

W- ■ 

f • . * ' ■ 


F. As a class project plan an advertisement for a 
typical farm supply store. Perhaps one group 
or pair of students could do newspaper ads, while ; 
others did radio, TV, posters, displays, etc. . 


[■■'• 

fmethods or media used for 
[fann supply stores. 

t 


. Determine the type of advertising done by 
local farm supply stores. 


jitrast the major media used 


Prepare a file of farm supply store ads from 
local newspapers. 


t 

i .; 

nnel needs for a selected farm 


..... 

G. Determine the number of people working in local 
farm supply businesses by job title. 


lupply business. 


Interview persons working at local farm supply ; : 
stores to determine tasks performed and compe- 
tencies needed. 


itasks performed by persons in 
Bbr job positions. 


• « . . . 


[competencies needed by persons 
[major job positions. 
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' UNIT: Farm Supply Store Management 
SUB-UNIT: 


TOPICS 


RESOURCES i 


F. Planning an advertisement program 

1. Methods or media used 

Newspaper 

Billboard 
^ . Radio 
.TV 
• • • ■ • 

2. Effectiveness comparison 
3 • tt « • • 

\ G. ... Determining persvonnel needs 

■? . • - ( 

^ 1 

1. Job positions 
Owner 
Manager 

Sales person 
Bookkeeper 
' ^ ' • • • • • 


F. Antrim. Advertising. 

Local farm store managers ; 

Local media salesmen 

. Weyant/Hoover/McClay . An li 
Agricultural Business and ?Ii 

G. Local farm store managers 

Farmers Cooperative Exchangi 


2. Major tasks performed 

3. Major competencies needed 
4 


• • • • • ' 

3 . . ■ ■ , ■ -y '| 
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ire Management 





RESOURCES 




at program 


F. Antrim. Advertising. 






Local farm store managers 




rison 


Local media salesmen ' 
Wpvan t /Hoovpt /Mrfll av - An Tn tTodiirtion to 

Agricultural Business and Industry, pp. 222-226, 


r 

— 


eeds 


G. Local farm store managers 

Farmers Cooperative Exchange 




led 


9 9 9 9 9 




heeded 







UNIT: 
SUB-UNIT: 



Farm Supply Store Management 



OBJECTIVES 



H. Set up and operate a record keeping system for a 
selected farm supply store. 

1. List the major types of records required, e.g. 
personnel, sales records , accounts receivable, 
accounts payable, inventory, payroll, cash, 
general ledger, profit and loss statement and 
balance sheet. 

2. Read and interpret a given record. 



3. Maintain and file a selected record. 



4. Analyze a typical day's business in terms of 
amount of sales (money taken in), volume of 
merchandise sold and amount of sales tax 
collected. 

5. Analyze a typical (actual or hypothetical) 
farm supply store business in terms of fixed 
capital and flow of capital. 



34 



LEARNING ACTIVll 



H. Invite a manager/or bookk.?.epei 
supply store to visit th^v clafi 
, records kept by the„ store. 

Visit a local farm supply stoi 
manager or bookkeeper to detex 
records kept. 



Prepare a list of records kept 
supply store. 

Invite the school bookkeeping 
class and describe the records 
farm supply store. 



Practice reading and interpret 
supply store records. 
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EKLC 



i\ Management 



|es 


LEARNING ACTIVITIES 


ord keeping system for a 
ire. 


H. Invite a manager/or bookkeeper for a local farm 
supply store to visit the class and discuss the 
records kept by the store. 

. Visit a local farm supply store and interview the . 
manager or bookkeeper to determine the types of 
records kept. 


r'of records required, e.g., 
ords, accounts receivable, 
yentory, payroll, cash, 
it and loss statement and 


given record. 


. Prepare a list of records kept by a typical farm, 
supply store. 


selected record. 


Invite the school bookkeeping teacher to visit the > 
class and describe the records kept by a typical 
farm supply store. 


ly's business in terms of 
iWy taken in), volur/\a of 
I amount of sales tax 




actual or hypothetical) 
jsiness in terms of fixed 
capital. 


. Practice reading and interpreting selected farm 
supply store records. 



UNIT: 
SUBUNIT: 



Farm Supply Store Management 



TOPICS 



RESOURCES 



H. Setting up and operating the record keeping system 



1. Types of records 
Personnel 
Sales 
Cash 
Payroll 
Inventory 



Accounts receivable 
Accounts payable 
General ledger 
Profit and loss statement 
Balance sheet 



2. Reading and interpreting records 



3. Maintaining and filing records 



Analyzing the business 

. Daily . Monthly 

. Wei^kly . Yearly 

Analyzing the business 
Fixed capital 
Working capital 
Flow of capital 
Overhead 

Insurance 
Interest 
""Taxes™^ 



Transportation 
Wages and salaries 



H. Farmers* Cooperative Exchange) 
Local teacher of high school sb 



Local farm store bookkeepers^^ 



Weyant/Hoover/McClay . An Intr 
tural Business and Industry , r; 



Weyant /Hoover /McClay. An Intr 



Agricultural Business and Indu 



:pre : Management 





RESOURCES 


.ng the record keeping system 

.»•-■■■ 

^T*" Accounts receivable 
V. . Accounts payable 
• General ledger 

Profit and loss statement 

Balance sheet 


H. Farmers^ Cooperative Exchange 

Local teacher of high school bookkeeping course 


►reting records 


Local farm store bookkeepers 


ling records 


Weyant/Hoover/McClay . An Introduction to Agricul- 
tural Business and Industry. 


.ness , 
Monthly 
Yearly 




Lness 

1 
L 


Wevant/Hoover/McClay. An Introduction to 
Agricultural Business and Industry* 


ton 

alaries 





MNJT: . Farm S upply S tore Map.agemerit: 



i/* y.'fi' 

SUB-UNIT: 



OBJECTIVES 



When given the bank balance statement for 
a previous • month, the accounts receivable 
balance at the beginning of the month, 
and a listing of all daily business trans- 
actions for the current month, prepare 
the following form: 
1) a perpetual inventory form 
'2) a price list 

3) sales tickets 

4) accounts receivable ledgers 

5) purchase order forms 

6) daily cash balance . forms 

7) deposit forms 

and determine the bank balance and 
accounts receivable at the end of the month, 



I. Receive, check and store agricultural supplies^ 



1. Mark agricultural supplies, 

a. List at least two types of information 
needed on price tickets. 



b. List at least three methods of marking. 



c. 



7;3 



LEARNING ACTIVITIEJ 



6. As a class or small gfo^j 
fictitious set of transai 
prepared set - see refdr^ 
typical forms needed, toll 
actions. Check the fiixa! 
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IVES 


LEARNING ACTIVITIES 




^ank balance statement for 
l^i^othe accounts receivable 
^iaginning of the month, 

Iciirrent month, prepare 

Inyentviiry form 


6. As a class or small group project, prepare a 
fictitious set of transactions (or use a 
prepared set - see reference) and a set of 
uypxcax roruis neeciea co recoru unese trans- 
actions. Check the final balance for accu"- 
racy. ' ' " V. '^^ " ^ " . 


is 


' 

aiyable ledgers 
Sr ! forms 
alance. forms 




Y 


nine the bank bcv lance and 
able at the end of the month,. 






Store agricultural supplies* " 


7 .... ♦ 

I. While visiting a local farm supply store, observe.; 
the receiving, checking and marking methods used.. J 


"♦'■5 


al supplies, 

3t two types of information 
rice tickets. 


While interviewing a local store manager, deter- 
mine the method(s) used to receive, check and 
mark supplies. 




3t three methods of marking. 










i 

m 
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: Farm Supply Store Management 



^^c^ SUB UNIT: 



TOPICS 



RESOURCES 



6. Monthly records 



Perpetual inventory forms 
Price lists 
Sales tickets 

Accbunts receivable ledger 
Purchase order forms 
Daily cash balance forms 
Deposit forms 



7. 



I. Receiving, checking and storing farm supplies 



1. Marking farm supplies 

a. Types of information 
Stock number 
Price 
• • • • 

Methods of marking 

Gummed price ticket 
Rubber stamp 

Pin and tie price ticket 
Pencil 



6. OSU, Business Procedures 



Services . 



7 • • • • • ■ ..VviA- 

I. Local farm ' ^re managers 
„ Farmers ' Cooperative ExcKj 



• • • • 
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yentory forms 

t-'t'''-':' 

eivable ledger 
,^r forms 
alance forms 

is V ■ ■• 



.:and storing farm supplies 



pplies 

formation 

iber 



marking 
rice ticket 
tamp 

tie price ticket 
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6 . OS U . Business Procedures Used in Agricultural 
Services, 



7 • • • • • 



I. Local farm store managers 



Farmers' Cooperative Exchange 



J/i^fUNITr. * Store Management 

KsiiB-UNIT: 



79 



II. 



OBJECTIVES 



J. 



Store agricultural supplies 
a. List the type storage requirements 
needed for a selected item. 



b. 



c. 



State the amount of space requirement 
needed for a selected 'item. 



Use the major types of store equipment i\^uhd in 
a typical farm supply store in a manner approved 
by the industry. 

1. Operate a selected cash register in a manner 
recommended by the manufacturer. 



2. Operate a selected adding machine in a 
manner approved by the manufacturer. 



Operate selected scales in a manner approved 
"-by-'th'e^i'n-dustiryT • 



4. Use a telephone in an acceptable manner. 



LEARNING ACTIVITIJ 



II. 



38 



Observe demons t rat ions of a 
s t ore equipment typically.;: f I 
stores. 



Observe demonstrations of ra 
typical cash register. ^ _ 



Obs erve demons t rat ions of a 
typical adding machine. ; 



Observe demonstrations of a 
--s eie c t e d— scaie s-^used-^in^-^f ar 

observe demonstrations of a 
telephone in a typical farm 



EKLC 



LEARNING ACTIVITIES 



Observe demonstrations of and practice using 
store equipment typically found in farm supply 
stores. 

Observe demonstrations of and practice using a 
typical cash register. ^ 



Observe demonstrations of and practice using a 
typical adding machine. 



Observe demonstrations of and practice, using 
—seiected-scales-used-in-farm-supply-storesv- — 

Observe demonstrations of and practice using a 
telephone in a typical farm supply business , 



^ 




'Jjairid Simply Store Management 


•■'•.'<"/■.•■„. ,:. 1 








TOPICS 1 




RESOURCES V 


i 

v: 

k 
*■ 




a. Types of storage 
Shelves 
. Bins 
' , . Warehouses 




• ; • ■ • •■■.:•..>, : C 

■ • • ■ 


f 

(.:' 
• -1- 




b. Amount of space required 
c • • • • • 








J. 


Using the major types of store equipment 


* ■ • --It: 

J. Local farm Store managers or fa 






1. Operating a casTi register 


1. 


Manufacturers* manual 










VA^ Thp TTc;p of " the' Casli^ 








• 






2, Operating an adding machine 


2. 


• • • • . ■ --i iy'.t-^ 

'J 

Manufacturers* manual 






Om uperauxng scciico 


3- 


Manufacturers * manual ^ 


\ > 




4. Using the telephone 


4. 


• • • • --^'^-^f 






3 • • • » • 






if 


K. 


• • • • 


K.« • • « 


i 


t 
1 


,11. . 


n A 


II. . . • • 
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f , 



p>lies 
rage 



!S--- 



►ace required 



is of store equipment 



r; register 



iing machine 



hone 



RESOURCES 



J. Local farm store managers or salespersons 

1.. Manufacturers* manual 
. VAS . The Use of the Cfs\\ Register . 

2. Mar^ j^facturers' manual 



3 . Manufacturers ' manual. 



r • • • 



lC» • • • • 



II. 
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RESOURCES 



UNIT: 
SUB-UNIT: 



Farm Supply Management 



BOOKS 



FILMS AND FILMSTRIPS 



Antrim, William H, Advertising . New York: Gregg 

Division/McGraw-Hill Book Co., 19';0. 
University of Illinois • The Use of the Cash 

Register . Urbana, ILL: Vocational Agricultural 
Walsh. Lawrence A,, et alp Selling Farm and Garden 

Supplies . New York: Gregg Division/McGraw-Hill 

Book Company, 1971o 
Weyant, J. Thomas, £t. al. An Introduction to 

Agricultural Business and Industry . Danville , 

ILL: The Interstate Printers and Publishers, 

Inc., 1965. 



BULLETINS 



TRANSPARENCIES 
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: Management 



RESOURCES 



Advertising , New York; Gregg 
Jill Book Co., 1970. 
niois . The Use of the Cash 
a, ILL: Vocational Agricultural 
ji £t Selling Farm and Garden 

jrk: Gregg Division/McGraw-Hill 
71. 

jet. al. An Introduction to 
Lness and Indus ttry ^ Danville, 
tste Printers and Publishers, 




TRANSPARENCIES 



UNIT: 



Business Procedures 



SUB-UNIT: 



OBJECTIVE(S): Tlie student will be able to: 



bo 
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I. Set up and maintain a simplified fictitious inveh" 
typical ^bf an agricultural business, 

; . ■ . ■ • . .;„. 

II. Select and calculate an acceptable mark-up price 
item (s) . 

/ 

III. Calculate the carrying charge on an item not paid 
>30 days of purchase. 



IV. Using k typical sales tax rate table, calculate tl 

due on selected taxable purchases. 

V. Compl^ete a typical sales ticket. 

VI. Complete a typical monthly statement. 

VII. Calculate a typical daily or monthly cash balance 

VIII. ...i 
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Business Procedures 

NIT: 

JECnVE(S): Tlie student will be able to: 

I- Set up and maintain a simplified fictitious inventory 
typical of an agricultural business . 

II- Select and calculate an acceptable mark-up price for a selected 
item (s). 

III. Calqulate the carrying charge on an item hot paid for within 
30 days of purchase. 

IV. Using a typical sales tax rate table, calculate the sales tax 
due on selected taxable purchases. 

V. Complete a typical sales ticket. 

VI. Complete a typical monthly statement. 

VII. Calculate a typical daily or monthly cash balance. 

VIII 



86 
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UNIT: Business Procedures 

SUB-UNIT: 



OBJECTIVES 



The student will be able to: 

I. Set up and maintain a simplified fictitious inventory 
typical of an agricultural business. 

A. Define the term balanced inventory (in the 
context of bookkeeping) • 

B. Classify selected items, according to inventory 
profit categories: profitable items, low pro.'^it 
items " yet necessary for inventory, log: ' 
yet necessary for inventory, 

C. Define the term turnover rate. 

D. List at least five management uses of inventory. 

E. List at least six items recorded in a typical end 
of-month inventory, e.g., number , description 

of item, units, etc. 

F. List the major types of infomation recorded in 
a perpetual inventory form. 

G. Complete a typical purchase order form for buying 
a selected item. 



H. 
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LEARNING ACTIVITIE! 



Complete a typical receiving report for a 
fictitious but typical item. 



I, As a class or small group projeci 
tain a simplified fictitious inyi 
-an agricultural business. (See ' 
forms provided in reference.) ;^ 



C. 



While visiting a local busini 
manager to list items which i 
which are not profitable, Ai 
reasons for carrying such it 



D. 



E. Obtain, discuss and file a t; 
inventory forra(s). (See refi 

F. Obtain, discuss and file at 
inventory form. 

G. Obtain, discuss and file at 
used by a local business firi 

H. Obtain, discuss and file a t 
by a local i « rm. 
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EKLC 



LEARNING ACTIVITIES 



^iified fictitiouF inventory 
al business . 

anced inventory (in the 
tig) • 

ems, according to inventory 
rofitable items, low profit 
y for inventory, loss items- 
ventory . 

over rate. 

lanagement uses of inventory. 

;ems recorded in a typical end 
e.g., nuniber , description 

t of information recorded in 
y form. 

mr chase order form for buying 



receiving report for a 
:al item. 



As a class or small group project, set up and main- 
tain a simplified fictitious inventory typical of 
an agricultural business. (See the fictitious data 
forms provided in reference.) 



A. 
B. 



C. 
D. 

E. 



While visiting a local business firm ask the 
manager to list items which must be inventoried 
which are not profitable. Ask him to give 
reasons for carrying such items. 



Obtain, discuss and file a typical end of month 
inventory form(s). (See reference.) 



F. Obtain, discuss and file a typical perpetual 
inventory form. 

G. Obtain, discuss and file a typical purchase order 
used by a local business firm. 

H. Obtain, discuss and file a typical report used 
by a local firm. 
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UNIT: Business Procedures 
r SUB-UNIT: 



TOPICS 



1. Setting up and maintaining a simplified fictiti^\ 
inventory typical of an agricultural business 



A. Defining balanced inventory 

B. Classifying inventory items: 

High profit 
Low profit 

Wo profit (but necessary) 



RESOURCES 



I- OSU. Bu_slnes_s Procedures Used 
Servlces""^^^art iT^ 



C. Defining the term turnover rate 

D. Uses of inventory 

E. End-of-month inventory items 

Number 
Descriptions 
• Units 



F, Perpetual inventory 
. In 
. Out 
Balance 



Purchase order form 
H. Receiving order form 



80 
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RESOURCES 


liner a ^"f mnl -t -P-t f -1 piM t-*! oiiq 

I agricultural business 


T n^TT Riic» itliiic:*? pTnr»<3Hiif oc TTg firl -f n AaY*"f r»iil ^^^r'£l1 

Services ^ P^rt II. 


-nventory 


r 


>ry items: 




lecessary) 





:urnover rate 



uory items 
n 



UNIT: Business Procedures 
SUB-UNIT: 






OBJECTIVES 


LEARNING ACTIVITIE 




I, 


State the purpose of a bill of lading. 


I. 


Obtain, discuss and file a I 


: 

"■t 


J. 


Define the term invoice. 


J, 


Obtain, discuss and file a t 
used by a local firm. 




K, 


When given a brief fictitious inventory and a 
fictitious list of items bought and sold, com- 
plete a perpetual inventory form for the dates 
given. 


K. 


As a class or small group cc 
inventory form using fictitJ 


• 




« « « • 


• L. 


, , • , 




Select and calculate acceptable mark-up for a se- 
lected item. 


II. As a class or small group projec 
and calculating an acceptable -ms 
selected items. 




A, 


List at least five factors to consider in 
selecting an acceptable mark-up for a selected 
item. 


A. 


, , , , 




B, 


List at least two typical fixed cost items and 
two typical variable cost items. 


B. 


As a class or small group pt 
lating fixed and variable co 
sold. 




C, 


Differentiate between mark-up on cost and mark- 
up on selling price. 


c. 


Practice calculating mark-up 
on sielling prices. 






, , , , 


D. 


. , , , ';a 
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nvEs 



if a bill of lading. 
joice. 



fictitious inventory and a 
Iteins bought and sold, com- 
Inventory form for the dates 



ccep table mark-up for a se- 



f actors to consider \n 
table mark-up for a selected 



typical fixed cost iteins and 
le cost items, 



een mark-up on cost and mark- 
er 



II. 
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LEARNING ACTIVITIES 



I, obtain, discuss and file a bill of lading, 

J, Obtain, discuss and file a typical invoice 
used by a local firm. 

K. As a class or small group complete a perpetual 
inventory foxnn using fictitious data. 



As a class or small group project, practice selecting 
and calculating an acceptable mark up price for 
selected Items. 



A. 



B. As a class or small group project, practice calcu- 
lating fixed and variable costs of iteins- to be I 
sold. 

C. Practice calculating mark--up on cost and mart, up 
on selling prices* 



D. 
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SiUNiT: Business Procedures 
SUB-UNIT: 



— — 

TOPICS 


RESOURCES 1 


!• 
J. 


Bill of lading 
Invoice 


OSU. Business Procedures Use] 
Agricultural Services • Part 1 

. 1 


K. 


Completing the perpetual inventory form 


,■■..1 

! 


L. 


• • • • 


. -r^ 


II. Selecting and calculating mark-up 


II. OSU. Business Procedures Used ii 
Agricultural Services. Ch. III. : 


A. 


Factors to consider 
Wholesal^ price 
Overhead cost ^ 
Variable cost 




B. 


Fixed and variable cost items 




\ C. 


Mark-up 

Mark-ups based on cost 
. Mark-ups based on selling price 
• • • • • 




D. 


• • • • 





ERIC 



RESOURCES 



tual inventory form 



ig mark-up 



OSU . Business Procedures. Used in the 
Agricultural Services , Part II, 



II. \ Business Procedures Used, in the 
i.-^. icultural Servicers. Ch. III. 



zost items 



i cost 

a selling price 
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UNIT: Business Procedures 
SUBUNIT: 



OBJECTIVES 



III. Calculate the carrying charge on an item not paid 
for within 30 days of purchase. 



IV. Using a typical sales tax rate table, calculate 
sales tax due on selected taxable purchases. 



V. Complete, a typical sales ticket. 



VI. 0 ^-te a typical monthly statement. 



VII. Calculate the daily and/or monthly cash balance. 



1. Write the formula for checking the daily 
and/or monthly cash balance. 

2. List at least three reasons for checking the 
daily and/or monthly cash balance. 



3. 



VIII. 



95 



LEARNING ACTIVITIES 



III. Observe demonstrations of and j 
the carrying charges on items i 
30 days. 



IV. Observe demonstrations of and pi 
sales tax for selected purchasef 

V. Observe demonstrations of and p) 
sales tickets;. 

VI. Observe demonstrations of and pi 
typical monthly statement, 

VII, Observ^ demonstrations of and p 
the daily and/or monthly cash b, 



VIII. 
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ES 


LEARNING ACTIVITIES 


charge on an Item not paid 
ixr chase. 


III. 


Observe demonstrations of -^ind practice calculating 
the carrying charges on items not paid for within ' 
30 days . 


ax rate taDie, calcuiate 
id taxable purchases. 


IV. 


*^ J. V «^ uciuuiib L Ld L J.UIIO o J. a,iia pracuxce caxcuxa txng 
sales tax for selected purchases. 


3 ticket. 


V. 


Observe demonstrations of and practice preparing 
sales tickets . 


ily statement. 


VI. 


Observe demonstrations of and practice completing a 
typical monthly statement. 


/or monthly catsh balance. 


VII. 


Observe, demonstrations of and practice calculating 
the daily and/or monthly cash balance. 


or checking the daily 
balance. 






reasons for checking the 
Y cash balance. 







VIII. 



I 
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UNIT: Business Procedures 
SUB-UNIT: 



TOPICS 



III. Calculating carrying charges 

IV, Calculating sales tax 

V. Completing the sales ticket 

VI. Completing a typical monthly statement 

VII. Calculating the daily and monthly cash balance 



1. Formula for checking the monthly or daily 
cash balance 

2. Reasons for checking the daily or monthly 
cash balance 



3. 



VIII, 



RESOURCES 



III. 


OSU. Business Procedures 


Used 




Services, Ch. IV. 




IV. 


OSU. Business Procedures 


Used ' 




Services. Ch, V. 




V. 


OSU. Business Procedures 


Used 




Services. Ch. VI. 




VI. 


OSU. Business Procedures 


Used 




Services, Ch. VII. 


■ 


VII. 


OSU. Business Procedures 


. 

Used 




Services. Ch. VIII. 


■ 



VIII. 



97 



47 



ERIC 



RESOURCES 



larges 



.cket 



i»nthly statement 



and monthly cash balance 



tig the monthly or daily 



ng the daily or monthly 



III. OSU. Busines s Procedures Used in the Agricultur al 
Services , Ch. IV. 

IV. OSU. Business Procedui.es Used in the A f>ricultural 
Services . Ch, V. 

V. OSU. Business Procedures Used in the ARricultural 
Services . Ch. VI. 

VI. OSU. Busine_s_s Procedures Used in the Agricultural 
Services , Ch. VII. 

VII. OSU. Business Procedures Used in the Agr icultural 
Services. Ch. VIII. 



VIII. 



47 
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RESOURCES 

UNIT: Business Procedures 
SUB-UNIT: 



BOOKS 


FILMS AND FILMSTRIPS 


Ohio State Uaiversity. Business Procedures Used 




in the Agricultural Services. Columbus, Ohio: 




Agricultural Education Department of the Ohio State 




University and the Vocational Agriculture Service, 




1966. 




BULLETINS 


TRANSPARENCIES 
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RESOURCES 

3(lures ' 



FILMS AND FILMSTRIPS 



•; Business Procedures Used 
ervlces , Columbus, Ohio: 
ti Department of the Ohio State 
cational Agriculture Service, 



TRANSPARENCIES 



UNIT: 



Feed Sales and Service 



SUB-UNIT: 

OBJECTIVE(S): The student will be able to: 

I. Prepare a plan for the inventory, storage, displ 
of a typical feed or feeds. ' ; 

II. With the aid of a feed computer and typical mix 
formulate and mix a given quantity of a selected 

III ■ 
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Feed Sales and Service 



The student will be able to: 

I. Prepare a plan for the inventory, storage, display and sales 
of a typical feed or feeds. 

II. With the aid of a feed computer and typical mix mill equipment, 
formulate and mix a given quantity of a selected type of feed. 

Ill » • « « * 
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UNIT: 
SUB-UNIT: 



Feed Sales and Service 



OBJECTIVES 



LEARNING ACTIV5TIEI 



The student will be able to: 

I. Prepare a plan for the inventory, storage, display 
and sales of a typical feed or feeds. 

A. Prepare a tentative inventory of a selected 
type of feed for a typical farm store. 

1. Estimate the sales of a selected crop for 
a given season. 

2. List at least 3 factors to consider in 
preparing an inventory for a selected type 
of feed. 

3. List the major types of feeds used in the 
local community, e.g., poultry, cattle, 
swine, etc . 

4. Prepare schedule showing the sales of a 
selected feed(s) during a typical year. 



B. Diagram, list or otherwise describe th^ 

amount, type and time during which storage 
is needed for a selected feed(s). 

1. List at least five factor^i to consider 
in determining storage, needs for feeds. 

2. List at least three types of storage 
used for feed. 



1 0 3 



3. 



As a class, small group or in 
plan the inventory, storage,: 
of a typical f^ed or feeds. 

A. As a class, small group o 
prepare an inventory for 

Obtain from a local de 
a selected feed sold i 
store,. 

Visit a local ferid sto 
amount of feed on hand 

Ask a local feed deale 
inventory of a selecte 
month or by season. 



Visit a local feed store 
type of storage provided 
feed(s). 

. Prepare a diagram of t 
facilities of a local 
supply store . 
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etvlce 



FIVES 



o: 



irlnventory, storage, display 
; feed or feeds. 

'8 inventory of a selected 
I typical farm store. 

tales of a selected crop for 

3 factors to consider in 
.nventory for a selected type 



c types of feeds used in the 
£y>^;e.^v, poultry, cattle. 



xle showing the sales of a 
Cs) during a typical year. 



)therwise. describe the 
:±me during which storage 
jlected feed(s) . 

five factor^ to consider 
I storage needs for feeds, 

three types of storage 



LEARNING ACTIVITIES 



I, As a class, small group or individual project, 
plan the inventory, storage, display and sales 
of a typical feed or feeds. 

A. As a class, small group or individual project, 
prepare an inventory for a typical feed. 

Obtain from a local dealer a schedule of 
a selected feed sold in a community feed 
r.uore. 

Visit a local feed store and inventory the 
amount of feed on hand at a selected season. 

Ask a local feed dealer to provide an . 
inventory of a selected feed carried by 
month or by season. 



Visit a local feed store and observe the 
type of storage provided for a selected 
feed(s). 

. Prepare a diagram of the feed storage 
facilities of a local agricultural 
supply store. 
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^f-UNIT: Feed Sales and Service 
S SUB UNIT: 


TOPICS 


RESOURCES 


1; Preparing the inventory, storage, display and 
V sales of feeds 




A. Preparing a feed inventory 

1. Estimating sales volume 

2. Factors to consider 

a. Past year sales 

b . Anticipate changes in crop demand 
c 


A. Walsh/ J6y/Hoover. SellingL 
Supplies. Chapter 2. 

Local farm store manage) 


3o Determining the types of feed grown in 
the area. 




4. Preparing the sales schedule. 




3 • • • • • 

B. Determining storage needs 

Factors to consider 

Space requirement 
. Length of storage 

Amorant of protection needed 
« • • • 1 


B. Walsh /Joy /Ho over. Selling 
Supplies. Chapter 2. 

. Local farm store manager 

« • • « 9 


Types of storage 

Warehouse 
. Metal bins 
, Barrels 

• « • • • 
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RESOURCES 



&ry, storage, display and 

■ 

I inventory 

I' .. 

ales volume 

1-.'. 

brisider 
r sales 

B changes in crop demand 

I 

i ■ 
L 

|he types of feed grown in 

• 

i sales schedule. 



ige needs 

islder 

rement 

itorage 

ijrotection needed 



tge 
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A . Walsh/ J6y/Koover . Selling Farm and Garden 
Supplies. Chapter 2. 



Local farm store managers or salesmen • 



B . Walsh/ Joy/Hoover . Selling Farm and Garden 
Supjplies . Chapter 2. 

Local farm store managers or salesmen. 
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ERIC 



UNIT: 
SUB-UNIT: 



Feed Sales and Service 



OBJECTIVES 



LEARNING ACTIVJTIEJ 



C, Plan and/or construct a sales display for 
a selected feed crop which would meet the 
approval of the industry. 

1. List at least two types o£ feed sales 
displays . 

2. List at least five criteria to consider 
in planning a feed sales display. 

3 • • • • • 



Provide a customer with the product knowledge 
needed concerning a selected feed(s). 

1. Cite at least one reference which gives 
recommended feed rations for a selected 
type of livestock. 

2. Read and correctly interpret a typical 
feed tag. 

3. Using the South Carolina Department of 
Agriculture publication - Commercial Feed 
Resume determine whether or not a commercial 
feed meets the requirements of the depart- 
ment* 

4. \^en given a reference such as Morrison 's 
Feeds and Feeding , which provides tables 
showing the nutrient content of:*various 
feeds, determine the protein, fat and 
fiber content of selected feeds. 
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C. As a class, small group 
ject, construct a sales d 
feed or feed product. 

• While visiting local 
stores observe and cd 
ness of feed sales dl 



D. While playing salesperson a 
practice providing product 

1. Obtain and practice usi 
provide product informa 



2. Practice reading and in 



3. Obtain and practice usi 
Resume. 



4. Obtain and practice usi 
in Morris on *s Feeds anc 



mine nutrient content c 
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ervlce 



IVES 



LEARNING ACTIVITIES 



truct a sales display for 
crop which would meet the 
industry. 

t two types of feed sales 



t five criteria to consider 
a. feed sales display. 



with the product knowledge 
a selected feed(s). 

one reference which gives 
ed rations for a selected 
ock. 

■ctly interpret a typical 



h Carolina Department of 
lb ii cation - Commercial F^^4 
.tie whether or not a commercial 
requirements of the depart- 



reference such as Morris on * s 
ling, which provides tables 
itrient content of various 
Lne the protein, fat and 
of selected feeds. 



C. As a class, small group or individual pro- 
ject, construct a sales display for a selected 
feed or feed product. 

. While visiting local agricultural supply 
stores observe and compare the effective- 
ness of feed Sales displays. 



D. 



While playing salesperson and customer, 
practice providing product information. " 

1. Obtain and practice using references to 
provide product information to customers, 



2. Practice reading and interpreting feed tags. 



3. Obtain and practice using Commercial Feed 
Resume. 



4, Obtain and practice using tables provided 
in Morrison's Feeds and Feeding to deter- 
mine nutrient content of feeds. 
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EKLC 



|^UNJT;|ff'.^^^ Sales" ; and ''Service ' ' • 




1 


1; TOPfC«^ 


RESOURCES"! 


1 

rf.r 


C. Planning and constructing feed sales 


C. Walsh/ Joy/Hoover . Selling 




displays 


Supplies. Chapter 2. 




1. Types of feed displays 


. Smith. Display and Pre 




2. Criteria for evaluating sal^ / 

3, ... 


Local farm store manage 
• • • • ,. ■ „ ■ 




D. Providing product knowledge about feeds 


D. Perry. Feed Formulation! 




1. Citing references 

2. Interpreting feed tags 


. Walsh/ Joy /Hoover r Sel] 
Garden Supplies. Chapl 




3. Using Commercial Feed Resume to 
determine feed quality 


South Carolina Departme 
Commercial Feed Resume^J 




4. Interpreting Morrison's Feeds and 


Morrison. Morrison's I 




Feeding standards 


.':] 






> 

y» 
;< 

'^■■■|| 
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ERIC 



rvice 



rue ting feed sa3.es 

displays 

■ ■' ■ 

ivaluating sales displays 



RESOURCES 



C. Walsh/ Joy /Hoover, Selling Farm and Gard en 
Supplies , Chapter 2. 



Smith. Display and Promotion . 

Local farm store managers or salesmen, 



{knowledge about feeds 
ices 

feed tags 

ial Feed Restime to 
d; quality 

Morrison's Feeds and 
ards 



D . Perry • Feed Form; ' - :ion Handbook. 

. Walsh/ Joy/Hoover. Sellin^> Farm and 
Garden Supplies > Chapter 3- 

South Carolina Department of Agriculture, 
Commercial Feed Resume. 

Morrison. Morrison's Feeds and Feeding. 
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ERIC 



|||UNjT:fe^^ : Feeid' Bales: and' Service- 

& SUB-UNIT: ^ ' 



OBJECTIVES 



5. 



6. 



7. 



8. 



When given a Morrison feeding standard 
determine the requirements (digestible 
protein, dry matter, total digestible 
nutrients and net energy) for selected 
class and weight of livestock. 

List at least 6 plant sources of protein 
frequently used for livestock feeding. 



List at least 4 
frequently us for 



sources of protein 
-J cock feed. 



l^en given a selected type, class, age or 
weight of livestock, formulate a balanced 
ration using selected feed grains and protein 
supplements • 

, When given the ingredients to be used 

(grains and protein supplements), and the 
protein level desired, list the amount of 
each ingredient to be used to obtain the 
desired protein level. 



LEARNING ACTIVITIES 



Obtain and practice usi 
in Morrison's Feeds and 



6. 



7. 



8. 



mine the feeding standa 
class ages and weights 



Prepare a chart depicti 
sources of protein used 
stock. 

Prepare a chart depicti 
sources of protein used 
stock. 



As a class, small group or;^ 
practice formulating simple 
feed ingredients grown in t 



As a class, small group 
project, practice formul 
an animal (s) belonging ;t 
the class. 



EKLC 



CtlVES 



a Morrison feeding standard 
ie requirements ( diges t ib le 
y*': matter, total digestible 
ad net energy) for selected 
eight of livestock, 

St 6 plant sources of protein 
iised for livc^stock feeding. 



Bt 4 animal sources of protein 
lised for livestock feed. 



LEARNING ACTIVITIES 



iected type, class, age or 
tbck, formulate a balanced 
iected feed grains and protein 



he ingredients to be used 
protein supplements) , and the 
il desired, list the amount 
.ent to be used to obtain tY^^. 
:ein level. 



5. 



E. 
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6. 



7. 



a. 



Obtain and practice using tables provided 
in Morrison ^s Feeds and Feeding to deter- 
mine the feeding standards for various 
class ages and weights of livestock. 



Prepare a chart depicting the major plant 
sources of protein used for feeding live — 
stock. — ! 

Prepare a chart depicting the major animal 
sources of prott Ln used for feeding live- 
stock. 



As a class, small group or individual project,, 
practice formulating simple feed rations using 
feed ingredients grown in the local area. 



As a class, small g?.f\Up or individual 
project , practice formulating a xation for 
an animal(s) belongiTig to a:studient(s) in 
the class. 



• • • • 
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TOPICS 



Interpreting standards from Morrison ^s 
Feeds and Feeding , 



6. Identifying plant source., of protein 



7, Identifying animal sources of protein 



8. 



E. Formulating a balanced feed ration 

, Computing the amount of each feed 
iagredieasit ^teeded for a :#Win ration 

. Ci ting ■■■^ii^.^fssi^c^ 



Morrison Morrison - a "' 



Applicable Extension £ 
and charts . See Avail 
For Farm and Home, ^ 



E, Perry. Feed Formulation -H 

. ■ - . ^ij^ 

. Walsh/Joy/Hoover • Sell 

Supplies , Chapter 3. f 



fataridards from Morrison's 



Morrison . Morrison V < Feeds ana reeaing- 



riant sources of protexii 



Applicable Extension Service bulletins 
and charts. See Available Publi cations. 
For Farm and Home* 



uiimal sources of protein 



i 



meed feed ration 



mbunt of each feed 
Jed for a given ration 



E. Perry. Feed Formulation Handbook . 

Walsh/ Joy /Hoover. Selling Far m and Garden 
Supplies . Chapter 3. 



ces 



iiiuNIT:^':-''.- 



Feed Sales and Service 



OBJECTIVES 



LEARNING ACtlVII 



II. 



With the aid of a feed computer and typical mix 
mill equipment, formulate and mix a given 
quantity of a selected type of feed. " 



A. 



When given the ingredient to be used and a 
feed computer, formulate a feed for a given 
class of livestock. 



B. 



Diagram and/or label a diagram showing the 
major components of a typical feed mill. ^ 



C. Prepare a flow chart showing .the major milling 
operations , e . g . , im the case of ear com- 
:ihusking, shelling, grinding, and mixing. 
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II. As a class or small group 
feed for a selected purpo 
a feed computer to f ormul 
then practice preparing'^t 
typical feed mill. /'^ 



A. 



Observe demons tratti^ 

nslritg a imB.^ covxpatet 
i-^.udis) for a selecte 



B . As a class project, pr 
ing the major comporie 
mill. . 4 



C. As a class project ;pr 
of a local feed milil 



EKLC 



d|Service 





LEARNING ACTIVITIES 


: 

eed computer and typical mix 
miilate and mix a given 
^t:ed type of feed. 


II. As a class or small group project prepare a 
feed for a selected purpose. Practice using 
a feed computer to formulate the feed and 
then practice preparing the feed using a 
typical feed mill • 


^ngredient to be used and a 
a feed Sax a :glven 

o etc • 

iVt;^.i-.-.- 


• 

A. Observe demonstrations of and practice 
using a feed computer (s) to formulate a 
feed(s) for a selected class of lives tock. 






labeJL; a diagram showing the 
s J of ra. itypical feed mill. 


E.. As a class project prepare a diagram show- 
ing the major components of a local feed 
mall. 


hart:: -showing the major milling 

in the case of ear com- 
g , grinding , and mixing . 


C. As a class project prepare a f Icivgr (ihart ' 
of a local feed mill operation, "V't*.».1 

. . • . . 



g ■ 
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ERIC 



MlJNJTiWi':^'- - ^Feed Sales and Service * ' 
iSf^SUBUNIT: 



TOPICS 



resources! 



II. Preparing a feed mixture 



Using a feed computer to formulate a 
selected feed 



B. Major components of the feed mill 



Unloader 
Com husker 
Corn shell er 
Hammer mill 
Grinder 
Mixer 



C. Feed mill flow chart 



II. Walsh/ Joy /Hoover. Sellings] 
Supplies . 



A. 



Walsh/ Joy /Hoover. Setl^ 
Supplies . 

Perry. Feed Eormulaj 



Feed companies" 
; Local farm store mam 

■ .... 

B. Feeimill manuf aciturerlsv 
Local feed mill manaj 

t 



C. Feed mill manufacturers 



Local feed mill mana] 

. ... 



I 
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RESOURCES 



er to formulate a 



i:. ■ . 



jT of the feed mill 



ihart 
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W al^ih/ Joy/Hoover . S.: ai, . . Farm and Garden 



A. 



Walsh /Joy /Hoover. Selling Farm and Garden 
Su pplies , 

Perry. Feed Fonaulation Handbook 

Feed companies 
. Local farm' store managers and-salesmen-- 

• • • • » ■ -■ • 

Feed mill manufacturer's operators manuals. 

Local feed mill, managers 



C. Feed mill manufacturers 

Local feed mill managers 
















rUNIT: 

: SUB-UfyilT: 


Feed Sales and Service / 






,?''f!f' 

' ' 




OBJECTIVES 


LEARNING ACTI# 






Operate a typical feed mill. 

1. Label the major adjustments or controls. 




D. 


Observe demonstrations;; 
operating a local feed.; 
selected feed. .;<. 


...^ 


E. 


2. List, in sequence, the steps involved 
in operating the mill, 

3. List the major safety hazards involved 
in operating the mill, 

4 

• » m m 




E. 


, Prepare and label 
major adjustments ai 
local feed mill to'l 

, Prepare a lis t of 

' ■ ■ ■ . • ' * 
, Prepare a list of si 
involved in opera til 

, - . .5" 

• • • , ■ ■'-^'^y\ 

' -J. 

, • • • -..*?jS1' 




III. .. 


• • 




III. ... 


i.t* 

- . ■ - .•;::-*a?--. 
'. -■■ ■'"'■■'^'i*; 

. .•■V?-. 












. . ■ ':4 

■M 

■ - :' - ■ .M 
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ERIC 



id^^Service 



rrivES 


LEARNING ACTIVITIES 


>ical feed mill, 

slmaj or adjustments or controls. 


Observe demonstrations of and/or practice 
operating a local feed mill to prepare a • 
selected feed. 


•sequence, the steps Involved 
:ing the mill. 


. Prepare and label a diagram showing the 
major adjustments and controls on the 
local feed mill to be operated. 


|maj or safety hazards involved 
ting the mill. 


. Prepare a list of sequential steps to 

be used in pperatlng the local feed mill^i 




Prepare a list of safety hazards^ 
involved in operating the local feed mill, 

^ ■; E • • • • • '.--'.'X- 

XXX*»**a 


■ • ■ ' 

r ^ 





4 

1"! 



'<1 
t 
J 

i 



ft 

m 

•i 
i 
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|gUNIT:1-^ • Feed Sales afid Service 

lIlluB-UNIT:.;, 



■ TOPICS, ■ 


■ " RESOURCES^ 


* D. Operating the feed mill 

1. Major adjustments or controls 

2. Steps in operation 


D, Feed mill manufacturer^ 
. Local feed mill mam 

• • • • • .'■Vi^'p'^ 


3, Safety hazards 




4 




H) • • • • • 

III 


E • " • • • '^-'.'M 

■ ■' . ' ■ ^^"C 




■ ; ■■■■ . 
, ...:.r y^^f:gM 
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RESOURCES 



gfeed mill 



istments or controls 
operation 



D, Feed mill manufacturer's operating manuals^ ; 
• Local feed mill managers r^J 



sards 



3^ 



III. 
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RESOURCES 



UNIT: Feed Sales and Service 
SUB-UNIT: 


BOOKS 


FILMS AND FILMSTRIPS 


Morrison. Frank B. Morrison's Feeds and Feed- 
lng> Danville, ILL; Interstate Printers and 
Publishers, Abridged Ed, 




Perry, T. Feed Formulation Handbook, Danville, 
ILL; The Interstate Printers and Publishers, Inc. 




Smith. Gary R. Display and Promotion. New York: 
Gregg Division/McGraw-Hill Book Company, 1970, 




Walsh. L. A. et al, Selling Farm and Garden 
Supplies. New York: Gregg Division/McGraw-Hill 
Book Company, 19 71. 




BULLETINS 


TRANSPARENCIES 



Purdue Cooperative Extension Service, 
Lafayette, Indiana. 

Good Feed Mixing Practice s 



South Carolina Department of Agriculture. 
Commercial Feed Resume 



Clems on University Extension Service, 
S ee-~Avarlable-Publications— for-Farm-and-Home. 
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11 RESOURCES 



di Service 



jf Morrison^a Feedfl and Feed- 
L: Interstate Printers and 
ed Ed. 



Formulation Handbook > Danville, 
ite Printers and Publishers, Inc 

ipiay and Promotion . New York; 
Iraw-Hill Book Company, 1970. 

■ Selling Farm and Garden 

rkl Gregg Division/McGrawr-Hill 



FILMS AND FILMSTRIPS 



r Extension Service, 



-Practices 



artment of Agriculture, 
Restjne 

i;;Extension Service. 

i)licat ions— f or-Farm-and Home , 



TRANSPARENCIES 
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UNIT: 



SUB-UNIT: 



OBJECTIVE (S): 



Seed Sales and Service 



The student will be able to: 



I. Prepare a plan for the inventory, storage, disp 
sales of seed sold in a typical farm supply stc 



II. 
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Seed SaSzs ^id Service 



pCIVE(S)j The staidei ' ill be able to: 

I. Prep # ^ plan for the inventory, storage, dis^iilviyj and 
r: sale^ seed sold in a typical farm supply stent 



II. 
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ERIC 



UIMIT: Seesfl Sai? >r ^and Sexvice 

SUB-UNIT: 



The student will b*^^ ablear-r: 

I. Prepare a plaia fpt ttlib?^ inventory, storage, 

display and s:£ai.:;^ a±f^€ad typically sold in a 
farm supply "S't^r^^. 

A. Prepare # auiClve inventory of seed for one 
or more oi tl^pte commonly grown field 
crops, ga'*^«~^ <:k2.V4^>55 or lawn grasses grown 
in the lot;^ 

1. Determ .ii^srf. list the: volume of a 

selec I ^Id by a local store in 

the conaiaR^H^iit:;^ during the past year. 



2. 



4. 



List e " le^iiSjn: 3 factors to consider in 
prepax an inventory for a selected 
seed cr^r?^.. 

List thfi major field crops, garden crops, 
and lawn: grasses grown in the local area 

Prepare schedule showing the antici- 
pated- :saies of the major crop seeds by 
season,. T&e schedule should be roughly 
in agceCTent wdLth one used by a local 
seed dsaieir:- 



■I 



As arJlass, small group oi:^ 
preps©e a plan for the insa 
dlspirCT' and sales orf a ty^ 

A. As a class, sisall grofi|^ 
project, prepais an iifi« 
or more of tha^ore ct^ 
the local area^ 

i 

Ask a local seed Qg 
inventory <Dif a se3^ 
by seasQiL m: by 



■ f 



5. 



Service 



nvEs 


LEARNING ACTIVITIES 


'■>'■>: ': ■' 

I to : 




ihe inventory , storage , 
ff/seed typically sold in s. 


J. • A3 a CXaoH , siUcLXX UU^ U L xilw-A^j^J-jaucix p j. i«* j u > 

prepare a plan for the invento^^Jf^-^^orage, 
display and sales of a typical ^tsesim 


;iye inventory of seed for one 
ibre commonly grown field 
tops, or lawn grasses grown 


A. As a class, small group gt Tmsividua'l. 

project, prepare an inverrtiBx^^sif seed for one 
or more of the more commcsffijr grown crops in 
the local area. 


end list the volume of a 

led sold by a local store in 

,ty during the past year. 


. Ask a local s feed dealer to provide an 
inventory of a selectEffi. seed(s) ursnrrled 


i8t 3 factors to consider in 
in inventory for a selected 


p . . . . 


ijor field crops, garden crops, 
raases grown in the local area. 




ichedule showing the antici- 
y of the major crop seeds by 
ie schedule should be roughly 
U with one used by a local 

■ ■ 

J V 




t- - 
s ■: : 


s 



1.^ 



]|flPNIT:v.v;;; 



Sridi Ssaales andi^Service^ 



TOPICS 



I. Pxepsritig the inventory, sixcr^ge, display 
and ^^gggfles oS seeds 

A. l^xepHi^ag a seed ±riventcry 



.'S^ Estimating sales volume 



Eac-tors to consiader 

a. Tast year sales 

b. Anticipated changes in demand 
c « • • • • 

Demand by crop 
. Field crops 

Garden crops 

Lawn grasses 



4. Sales schedule by month or saason 



1:3 . 



RESOURCE 



^A. Walsh / Joy /aiaver. .SeUj 
Garden Supplfes , nrfa]|| 

■ 1 

Local farm: storE^mac 
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■ '■ 


RESOURCES 




|Cy^ SXJDXcLgc 




I. 








A. lal^W Joy /Hoover. Selling Eana and 
\ teSTiS&n Supplies • Chapter 3 . 








[ . --cacal farm store managers or salesmen. 




jisldeir 
> salea 
ed chssmges 


in demand 

i 


( 




i. 

IS ': , 








tes 






t.l- .. 
. 


by month 

r. 


or season 
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UNIT: Seed Sau.es and Ser%-lce 

^B-UNIT: 





OBJECTIVES 


LEARNING ACTrlVII 




B,. n)iagrani, list or otherwrise^^es^ribe the amoimt, 
typtfi and Irime of storage isasedssd for a selected 
seed,. 


B. While visiting a local! 
store, observe the type 
storage required for a, 




1. List at least fiiji^^ factors rto consider 
when determining the st:arage needs forzr a 
sielected seed. 


• As a class or small!! 
prepare a diagram of 
facilities used: in ,a 




List at least three types of storage 
lused for seeds. 






C. Plan and /or construct ^^sales displ^ for a j 
selected seed crzDp whicir meets the approval 
of the^industry.. 


C. As a class or small grc 
a saie^ display for a a 




1. List at leasKC two types of seed sales: 
displays. 


. While visiting local 
husinesses, observe^ 
eSectiveness of see 


■ ■ 


Z. List: at least 'five criteria to caanfiBider 
in planning a seed sales, display. 

• 1 


• 01 ♦ •> ■ ' 

\ ■ ] 




3. ......... 





ERIC 









ifServlce 






DTIVES 


LEARMTNG ACTIVIjiES 


Z 


bitherwise describe the amount, 
^storage needed for a selected 


B . V?hile visitiiig a local agricultural supply 
store, obsesrm the type and: lamount of seed 
storage reqcaixed ifior a selected :er op (s) . 




t'l five factors to consider 
iing the storage needs for a 

>'V,.>/; 


* As a claffl^ lor iSBiall group pccorject, 
prepare a: iSiagram of thes seed storage 
faciiiti:^ ^usedi in a local aeed store. 




t three types of storage 
its. 

I- - ■ 


• • • • • 


:' ~ 


instruct a sales display for a 
[crop which mee±s the approval 


C. As a class or small grou^ pKglecit:, prepare 
a safkes cffiisplay fibx aLi^Hect^^ ssed crop • 




feast two types of seed sales 

■ ... 


, iJhile::^si.tlng local a^xisriLtiiral supply 
ifiusisasssra:, obs:erve aistrffisas^iiate the 
'fisffeicdrbaness oS seectiiKa3iBSBt displays. 




|ig a seed sales display. 






[ 







ERIC 



^^SUB-UNIT: 



Seed Sales and Service 



TOPICS 



RESOURCES 



Storage requirements 

1. Factors to consider 

Space requirements 
• Length of storage 

Amount of protection needed 



-.2. Types of storage 
Warehouse 
. Metal bins 
• Barrels 



3, 



C. Planning and constructing a seed sales 
. display 



1. Types of sales displays 

2. Criteria for evaluating seed sales 
displays 

. Neatness 

. Interest 



3. 
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B. Walsh/ Joy /Hoover , Sellj 



Supplies , Chapter 3* 
Local farm store man« 



C. Smith, Display and Prom i 



Wa 1 sh / Joy /Ho o ve r . rSi 
Garden Supplies , Ch^ 

Local farm store man 
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RESOURCES 


. * ~ I 

1 

nts 1 


R. Walsh/Jov /Hoover. Selling Farm and Garden 


insider 1 
iirements 1 


. Local farm store managers or salesmen. 


•storage 1 
iprotection needed 1 


• • • • * 


(-...':. 1 

rage 1 
* I 




Constructing a seed sales 1 






. Walsh/Jov /Hoover. Selling Farm and 
1 Garden Supplies^. Chapter 3. 


!Sales displays 

r ■ ■ . 


1 . Local farm store managers or salesmen. 


[for evaluating seed sales 


1 tt * . * • 


1 ■ . 

IBS 




I,,-;- 

Ut 




[■'.■■ 
\ •■ ■ 

ly ■ 

i:;:. .... , . 
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ERIC 



Sfeed Sales and Service 



Sfe^sUBUNIT: 



OBJECTIVES 



LEARNING ACTIVltlE 



D. 



Provide a customer with the product know- 
ledge needed concerning a selected or 
selected seed crops. 



1. 



2. 



3. 



4. 



5. 



..IBS/ 



Cite at least one reference which gives 
recommended planting rates, planting 
dates, spacings, depth of planting, etc., 
correctly. 



Calculate the amount of seed required to 
plant a given acreage at a given spacing. 



Using Extension Service bulletins or other 
reliable sources, correctly advise a cus- 
tomer as to the recommended variety of a 
selected crop. 

Using Extension Service bulletins or other 
reliable sources of information, correctly 
advise a customer as to the recommended 
planting rates, planting dates, spacings 
and depth of planting required for selected 
crops. 

Read and correctly interpret a typical 
seed tag. 

"'LT.sTT^^IeiStritKr^^ 

in Federal law pertaining to seed tags. 



a. 



66 



D. Role play salesperson and-! 
mates. In the role of sal 
using references or charts 
with needed information. ; 

1. Obtain or prepare a fl 
other references need.€ 
knowledge or customer 



While visiting local ' 
observe the references 
to provide product jkno 

2, As a class or small gi 
calculating the amount 
seed an acre of a chos 

3. Obtain and use Extensl 
to select recommended: 



4. Obtain and use Extensl 
to select recommended 
planting rates , plant! 
etc. , for a chosen cro 



5. Obtain and practice in 



Invite a local seed: st 
person to interpret; a 



EKLC 



LEARNING ACTIVITIES 



fwiith the product kncxw- 
rniing a selected or 



one reference which gives 
iMting rates, planting 
5S, depth of i)lantrng, etc.. 



amoiant of seed reqiaired to 
■acreage at a given spacing. 

<-i .. ' 

on Service bulletins or other 
6es , correctly advise a cus- 
be recommended variety of a 

on Service bulletins or other 
ces of information, correctly 
otner as to the reconninended 
IS, planting dates, spacings 
planting required fer selecteid 



rectly interpret a typical 



Least threeixtems specified 

ii law pertaining i:o seed ttags. 



D. 



Bole play salesperson and customer with class- 
mates. In the role of salesperson, practice 
using references or charts to provide customers' 
^th needed information. 



1. 



Obtain or prepare a file of charts and 
other references needed to provide product 
knowledge or customer information. 



While visiting local agricultural businesses 
observe the references used by salespersons; 
to provide product knowledge. 

As a class or small group project, practice 
calculating the amount of seed required to 
seed an acre of a chosen crop. 

Obtain and use Extension Service bulletins 
to select recommended varieties • 



Obtain and use Extension Service bulletins 
to select recommended planting dates , 
planting rates, planting depths , spacings 
etc., for a chosen crop. 



5. Obtain and practice interpreting seed tags.;' 



2. 



3. 



4. 



(66 



Invite a local seed store" manager or salesr 
person to interpret a typical seed tag. 



ERIC 







j:,:TOPICS'-^;-: ;.„^-..,.. 




f 

f. 
i:- 

k 

K 

1 


S - D. Providing customers with product knowledge 
; !• References 

2, Calculating the amount of seed required . 

3, Selecting seed varieties 

4, Advising customers concerning planting 
dates, planting rates, planting depths, 
spacing, etc. 


D. Walsh/Joy/Hoover. Selling^I 
Supplies. Chapter 3, 

Applicable Extension Service 
charts See Available Piib lie 
and Home. ; 

Seed company guides. . : - 
« « • « • . . i- t(. 

'.-■"■4' 
■ "V. 
. . •■■"?>'-•; 


p- 

i 
1 


5, Interpreting seed tags 

a. Items required by Federal Law 


5. Walsh /Joy /Hoover. Sell: 
Supplies. Chapter 3. sii 

. Applicable Extension Sei 
and charts - see Avail'al 
For Farm and Home. : S|: 

■ ■ • ■ ■ ■ ■• ■■ ■■-^■■mM 
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■' - R ESOURCES - ^—7---^^ 








8;^with product knowledge 


D. Walsh/Joy /Hoover. Selling Farm and Garden 




'■f: , v" ■ '• 

V' , ■ ■ ■ 


Supplies. Chapter 3. 
• Applicable Extension Service Bulletins and 


■ iJ 




chart - See Available Publications For Farm 






and Home, 




A-:. " ' 

B. amount of seed required 


Seed company guides. 




i^varieties 


• . ■ • ■ 


-'■■-'i' 


ners concerning planting 






Borates, planting depths. 






ied tags 


5. Walsh/Joy /Hoover. Selling Farm and Garden 
Supplies. Chapter 3. 




Lred by Federal Law 


. Applicable Extension Service Bulletins 






and charts - see Available Publications 






For Farm and Home. 
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ERIC 



M^NITi'^iv'^ TSeed'' Sales' and Service 
ftuB-yNlt:,"- -.v ■ 



OBJECTIVES 



b. List at least three items specified 
in state laws pertaining to seed tags, 



c. List at least six items commonly listed 
on a typical seed tag. 



6. List at least two reasons why certified 
seed are likely to be superior to non- 
certified seed. 

7. List the major reasons for inoculating 
seed. 



List at least five types of seed which 
should be inoculated. 



b. 



c. 



List at least one procedure to 
inoculate seed. 



8. List at least two reasons for treating seed. 



List at least Elve safety hazards involved 
La handling treated seed. 
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LEAR N I NG ACT! VITI ESj 



Invite a certified 'see 
local community to deg 
of certified seed. . 



Prepare a demons tratid 
effects of seeds not i 
inoculated seed . - 



9, Obtain, display and ;r| 

treatment warning. 



EKLC 



IVES 



it .three items specified 
ysipertainin to seed tags. 



s^t. six items conunonly listed 
tvseed tag. 



iao reasons why certified 
ito be superior to non- 



reasons for inoculating 



St five types of seed which 
tioculated. 

St one procedure to 
eed. 



rwo reasons for treating seed. 



Elve safety hazards Involved 
^ated seed. 
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LEARNING ACTIVITIES 



Invite a certified seed producer in the 
local community to describe the production 
cl certified seed. 

Prepare a demonstration contrasting the 
effects of seeds not inoculated and 
inoculated seed. 



4 



9. Obtain, display and read seed tags with 
treatment warning. 




EKLC 



'^fi{^lJ0=^'^.^Se^^^ and Ser^vtce 




TOPICS 



b. Items required by State Law 



c. Other items 



d • • • • • 



6, Reasons for using certified seed 



?• Reasons for inoculation 



Seeds which require inoculation 



Methods of inoculation 



8. Reasons for treating seed 
• Disease control 



Insect control 



9. Safety hazards involving seed treatment 
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RESOURCES 



Ohio State Universitji 
Manual. 



6. Ohio State University.^ 
Manual. 



7, Ohio State University. . 
Manual, 



8. Ohio State University.^ 



Walsh /Joy /Hoover, Se 
-Supp-Mes- T" — 



9. Ohio State University, ^^^j 

Walsh /Joy /Hoo ver# ;:S^ 
Supplies I 




dlby State Law 



p. 



f^^^ertif ied seed 



jlation 



Iquire inoculation 



^culation 



ting seed 
oi 



tivolvlng seed treatment 
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RESOURCES 



. Ohio State University. Seeds - Student 
Manual. 




Ohio State University. Seeds - Student 
Manual . 

Ohio State University. Seeds - Student 
Manual. 



a. Ohio State University. Seeds - feident Manual 



4 



m 
.1 



Walsh/ Joy /Hoover . 
-SuppJJ.es. > ; 



Selling Earm and Garden 



9, Ohio State University. Seeds ■ Student Manual 



Walsh/ Joy/Hoover. Selling Farm and Gardert 
Supplies . j - 
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ERIC 



ll^tTf?^^^^^^ - iS.eetf- S'aies and ' Sesaci'ce" 



iiSOB-UNn:: 



OBJECTIVES 



LEARNING ACTIVItlE; 



10. 



11, 



12, 



List at least two safety requirements 
pertaining to treated seed. 



List at least five criteria for selecting a 
variety of a chosen crop. 



List, diagram or otherwise overtly describe 
the major steps in the production of a 
hybrid plant. 



13. 



When given a saedrtag showing the percentage 
of weed, the nunnasaerr of poundis of the seed: 
to be sown per aozrre and the number of weed 
seed per pound, calculate the number of 
weed seed which will be sown per acre. 



14. 



Weigh a given quantity of seed using a selected 
type of scale. 



F. 



: II. 
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10, Prepare and display a^^i 
treatment safety reguli 



11, As a small group proje< 
to list criteria for e^^ 
variety. 

12, As a class or small- gr( 
seeds of a flower whici 
from seed'', e.g., came 

diffejL^.ces, ; ^ 

■ ■-.^■•.-'iv 

Prepare a chart depict^ 
a h^airidrseed com. 



13. Practice calculating -tl: 
whliiiirwill be sown per 



14, 



Practice* using various types 
is^'ed';; — Hop^ftxli:y^smai*leTrs'ca 
in the classroom. If not,^;a 
allow the use of his scalesj 
st ration of the use of suchi- 



Observe a demonstration of '^a 
the more commonly used seed| 



ERIC 



Jles 



Ip;; safety requirements 
ifeated seed. 



•V I' - 



ve; criteria for selecting a 
OS en crop. 



►t;?otherwise expertly d^^ribe 
l^in the prodnctic^n of a 



10. 



11. 



12. 



LEARNING ACTIVITIES 



Prepare and display a list of seed 
treatment safety regulations. 



IW. 



As a small group project, ask local farmers| 
to list criteria for evaluating a seed | 
variety. 

As a class or small group project, plant 
seeds of a flower which: does not Vcome true- 
from seed", e.g. , camellia and observe the 
differences. 

, Prepare a chart depicting the production of 
a hybrid seed com. 



led tag showing thexpsircenta8p| 
mber of pounds of -thE.:^seed 
lacre and the.:nuinber::Tof^;weed 
f calculate thei number of 
K 'will be sown per acre. 



IJ. Practice calculating the-number of weed seed: 
which will be sown per-acre. 



14. 



ity of seed using"^ a "s elected- 



I 

u:. 
't': 

m 
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-E-.-~P-ractice_us.ing_3Laj±ou^yj^5oL^^ 

seed. Hopefully smaller ^^^^f "^^^^p^^^f,^" 
in the classroom. If not, a local dealer ^might , 
allow the use of his scales or provide a demon- 
stration of the use of such scales. , 

Observe a demonstration of aad/or practice using 
the more coinmonly used seed iscales.. 



i 
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H9iT= V'..r, SeedtSailes ' and Service 



TOPICS 



II. 



10. Safety requirements 



11. Criteria for selecting varieties 



12. Steps in the production of hybrids 



13 • Calculating seed: requirement per acre for 
a desired spacmg 

14. 



E. Weighing seed 

Small scales 

Large platform scales 



RESOURCES 



10 . Ohxo :S.t ate University . :Se 

--^^ 

■■ ■ i'^' 
• Walsh /Joy /Hoover, Selltng 
Supplies , 

11 • Walsh / Joy /Hoover • Selljnj^ 
Supplies , 



Ohio State University. Se 



12. Ohio State University. Se 



13, Ohio State University. Se 



14. 



E. Walsh/ Joy /Hoover , SellinBt Para 



*Scale->manufacturer-~s-operat~i 



Locaiil. farm store managers or/^cs? 



II. 
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ERIC 



ijEints 



Electing varieties 



V. 



rdduction of hybrids 



>ed requirement per acre for 



jcales 



RESOURCES 

10. Ohio State-university. Seeds --Student Manuaj, 



. Walsh/Joy/Hoover. Selling FaCT i^and Garden 
Supplies » 



Supplies ■ 



12. 



13. Ohio State University, 



14. 



Seeds; — 


Student Manual 






Seeds — 


Student Manual, 


Seeds - 


Student Manual 



M 

• 



E. Walsm/ Joy/Hoover. ReJaine Farm airH-^Gaxden Supplies 
Chapster 3. 



. Local farm store rmanagers or salesmen 
F fl • • • 



II. 
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ERIC 



RESOURCES 



UNIT: Seed Sales and Service 
SUB-UNIT: 



BOOKS 

Smith, Gary R, Display and Promotion. 
INew York: Gregg Division/McGraw-Hill Book 
Company, 1970* 

Walsh, L, A. et^ al5 Selling Farm and Garden 
Supplies ^ New York: Gregg Division, McGraw- 
Hill Book Company, 1971. 



FILMS AND FILMSTRIPS 



BULLETINS 

Clemson University Cooperative Extension Service, 
Cleinson, SC 29631* 

See - Available Publications for Farm & Home for 
the following types of publications: 



Annual crop variety bulletins 
"*Annua±^crop-p rod ucti on-b ulie tins- 



TRANSPARENCIES 



Annual Home Garden circulars 
Vegetable leaflets 



Ohio State University, Columbus, Ohio, 
Seeds - Student Manual, 



and Service 



-mm 



RESOURCES 



splay and Promotion, 
^Division/McGraw-Hill' Book 



;> Selling Farm and Garden 
'brk: Gregg Division, McGraw- 
ly, 1971. 



/^^Cooperative Extension Service, 

iications for Farm & Home for 
eis of publications : 

iety bulletins 
Ruction b ail's titfs^ 
den circulars 
fets 

•sity , Columb us , Ohio • 
Manual . 
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ERIC 



UNIT: 



Fertilizer Sales and Service 



SUB-UNIT: 

OBJECTIVE(S): 



The student will be able to: 

I, Prepare a plan for the inventory, storage, dispia 
Sales of a typical fertilizer material. 



II, 



73 
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ERIC 



Fertilizer Sales and Service 



^UNIT: 



PBJECTIVE(S): 



The student will be able to; 



I. Prepare a plan for the inventory, storage, display and 
sales ofa typical fertilizer material. 



II. 



73 



150 



fit 



ERIC 



UNIT: Fertilizer Sales and Service 

SUB-UNIT: 



OBJECTIVES 



LEARNING ACTIVIT 



The student will be able to: 

I. Prepare a plan for the inventory, storage, 
display and sales of a typical fertilizer 
material. 



A. Prepare a tentative inventory of a selected 
type of fertilizer sold in a typical farm 
store . 

1. Estimate the yearly sales volume of a 
selected type of fertilizer material. 

2* List at least 3 factors to consider in 
preparing an inventory for a selected 
type of fertilizer material. 

3. List the major types of fertilizers 
used . 



Prepare a schedule showing the antici- 
pated sales of the major type of ferti- 
lizers by season. The schedule should 
roughly be In agreement with one used 
by a local fertilizer dealer. 



I. As a class, small group or 
pi ah th e s t o r a g e , d i s p 1 ay- ;a 
typical fertilizer (s) matter 
local area. - - 

A. As a class or small groi 
inventory for a selectei 
zer(s) sold in a local 

. While visiting a local 
from the manager the ye 
a selected fertilizer m 

If possible obtain a sc 
fertilizer sold in the 

. Prepare a list of the m 
tilizer used in the loc 
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EKLC 



iii^s Service 

jIi'JV .•■'.*■. 


TIVES 


LEARNING ACTIVITIES 


- to: ' 




the inventory, storage, 
a typical fertilizer 


I. As a class, small group or individual project, 
plan the storage, display and sales of a ; 
typical fertilizer(s) material used iti the 
local area. 


tive inventory of a selected 
2er sold in a typical farm 


A. As a class or small group project plan an 
inventory for a selected type of fertili- 
zer(s) sold in a local farm supply store. 


5 yearly sales volume of a 
[>e of fertilizer material. 

St 3 factors to consider in 
1 inventory for a selected 
tilizer material. 


. While visiting a local farm store determine 
from the manager the yearly sales volume of 
a selected fertilizer material(s) . 

. If possible obtain a schedule of a selected 
fertilizer sold in the community feed store. 


jor types of fertilizers 


. Prepare a list of the major types of fer- 
tilizer used in the local community. 


chedule showing the antici- 

of the major type of ferti- 
eason. The schedule should 
in agreement with one used 
fertilizer dealer. 


. .... 
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UNIT: 
SUB-UNIT: 



Fertilizer Sales and Service 



TOPICS 



I. Preparing the inventory, storage, display and 
sales of fertilizer materials 

m 

A. Preparing a fertilizer inventory 



1. Estimating yearly sales volume 



2. Factors to consider 

Past year sales 

Anticipated changes in demand 



3. Types of fertilizer 

Gases 

Anhydrous ammonia 
Liquids 
. Solids 

4, Anticipated sales schedule 



5- 



153 
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RESOURCES 



I . Walsh/Joy/Hoover . Selling 



Supplies . Chapter 6 

A. Walsh/ Joy /Hoover.. ..Se] 
Supplies . Chapter 6-; 

. Local farm supply stoi 
salesmen 

McVicker. Using Commc 



National Plant Food It 
ilizer Handbook. 



EKLC 



iles and Service 





RESOURCES 


tory, storage, display and 
i;:materials 


I. Walsh/ Joy /Hoover . Selling Farm and Garden 
Supplies. Chapter 6. 


tiiizer inventory 


A. Walsh/ Joy /Hoover . Selling Farm and Garden : 
Supplies. Chapter 6. 


yearly sales volume 


Local farm supply store managers or 
salesmen. 


1- 

consider 
r. sales 

Lted changes in demand 


. McVicker. Using Commerical Fertilizers 

. National Plant Food Institute. The Fert- 
ilizer Handbook. " 

. • . • • ^ 


irtilizer 




ydrous ammonia 




i sales schedule 
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UNIT: Fertilizer Sales and Service 
SUB-UNIT: 



OBJECTIVES 



LEARNING ACTIVI 



Diagram, list or otheirwise describe the amount, 
type and time of storage needed for a selected 
fertilizer material. 

1. List at least five factors to consider 
when determining the storage needs. 



2. List at least three types of storage used 
for fertilizer materials. 



B. 



Visit a local farm supplj 
the type and amount of si 
a delected fertiliser mail 

Prepare a diagram of i t 
facilities of a local 



3. 



Plan and/or construct a sales display for a 
selected fertilizer material which meets the 
approval of the industry. 

1. List at least two types of fertilizer^ 
sales displays. 

2. List at least five criteria for evaluating 
a fertilizer sales display. 



As a class, small group ( 
construct a ;sales displa] 
fertilizer material (s). 

While visiting local ;j 
pictures of fertilize 

While visiting local 
and evaluate the effe( 
lizer displays. 



3. 



1,155 



76; 



EKLC 



lervlce 

^ ' ' ' • •" 

rivES 



LEARNING ACTIVITIES 



ftlierwise describe the amount, 
Storage needed for a selected 

il - - 

rflve factors to consider 
.ng the storage needs. 



three types of storage used 
c materials. 



txict a sales display for 
ar material which meets Lne 
fidustry. 

two types of fertiliser 

five criteria for evaluating 
Bales display. 
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Visit a local farm supply store and observe 
the type and amount of storage provided for 
a selected fertilizer material.. , 

Prepare a diagram of the fertilizer storage 
facilities of a local farm supply store. 



As a class, small group or individual project-, 
construct a sales display for a selected 
fertilizer miaterial(s) . 

While visiting local farm stores, make j 
pictures of fertilizer displays. 

While visiting local farm stores observe 
and evaluate the effectiveness of ferti- 
lizer displays. 
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UNIT: 
SUB-UNIT: 



Fertilizer Sales and Service 



TOPICS 



RESOURCES 



B. Storing fertilizer materials 

1. Factors to consider 

Space requirements 
. Length of storage 

Seasons in which storage is needed 



2. Types of storage 

Warehouses 
. Bins 



3. 



C. Planning and constructing a fertilizer sales 
display 



1. Types of sales displays 



2. Criteria for evaluating a fertilizer 
sales display 

Interest 
Attractiveness 



B . Walsh/ Joy/Hoover . Seljl 
Supplies , Chapter 6 c;" i 

. Local farm supply--S<! 
salesmen; J 



C. Smith, Display and Pre 

. Walsh/vXoy /Hoover, i 
Garden Supplies , Ct 

Local farm supply si 
salesmen. 



es .to 




RESOURCES 


[r materials 

jrisider 

ilrements 
isliorage 

i which storage is needed 


B. Walsh/ Joy/Hoover. Selling Farm and Garden 
Supplies. Chapter 6. 

salesmen. 

..... 


;age 
f 


••■ ■ 


17 

istructing a fertilizer sales 


C. Smith. Display and Promotion. 


L" V ■- 

Les displays 


. Walsh/ Jov /Hoover. Selling Farm and 
Garden Supplies. Chapter 6. 

. Local farm supply store managers or 
salesmen. 


r evaluating a fertilizer 




r 

iveness 
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UNIT: 
SUB-UNIT: 


Fertilizer Sales and Service 


■ ■■. ■ ' ' ■.. • " ■" '■■ . . ' 

■ ■ /■» 


OBJECTIVES 


LEARNING ACTIV 


D. 


Provide a customer with the product knowledge 
needed concerning a selected fertilizer 
material (s) . 


D. While rOle playing sa, 
practice providing pri 
concerning selected 




1. Cite at least one reference which gives 
fertilizer recommendations for various 
crops . 


. Obtain and practic( 
provide ihf ormatidi 




2. Read and accurately interpret a ferti- 
lizer tag. 


Practice reading ai 
fertilizer tags. 




3. Provide a customer with recommendations as 
to the type and placement of fertilizer 
for a selected \ise. 








■ • • • • 


.9 ; ' 





ERIC 



•ales and Service 



ECTIVES 



LEARNING ACTIVITIES 



:oiner with the product knowledge 
a selected fertilizer 



iiast one reference which gives 
r recommendations for various 



iccurately interpret a ferti- 



customer with recommendations as 
>e and placement of fertilizer 
icted use. 



D. While role playing salesperson and customer; 
practice providing product information 
concerning selected fertilisers, 

. Obtain and practice using references to 
provide information to customers. 



Practice reading and interpreting 
fertilizer tags. 
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UNIT: Fertilizer Sales and Service 

SUB-UNIT: 



TOPICS 



RESOURCES 



D. Providing product knov7ledge 



1. Obtaining and using references 



2, Reading and interpreting fertilizer tags 



3. 



Providing customer information 
. Preplant crop recommendations 
Topdress crop recommendations 
Fertilizer recoimnendations for; 
Turf and lawn 
Field crops 
Horticultural crops 
Garden crops 
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D. Walsh/Joy /Hoover/ Selii 



Supplies , Chap t e r 6 . 
McVicker, Using Comg 



National Plant Food; I 
Fertilizer Handbook , 

Clemson University Co 
Service. Available P 



Farm and Home * See a 
cular or cards which 
oimnendations by crop. 



ERIC 



ili^s and Service 



.'it'., -'-.y . 


RESOURCES 


ict knowledge 


D. Walsh/Joy /Hoover. Selling Farm and Garden 
Supplies, Chapter 6. 


md using references 


McVicker. Using Commercial Fertilizers. 


1 interpreting fertilizer tags 

iiistomer information 
t crop reconmendations 


. National Plant Food Institute. The 
c eruxxxzer nanuDooK . 

. LfXemson unxversxi-jr vj*ju^jfc;i.ciL.xvc 

Service. Available Publications for the 
Farm and Home, See annual production cir- : 
cular or cards which give fertilizer rec-, 
ommendations by crop. 


3 crop recommendations 


• • • • • 


5er recommendations for: 




and lawn 




J crops 




tcultural crops 




^n crops 
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ERIC 



^iyjUNIT: ' Fertilizer Sales and Service 
SUB-UNIT: 



OBJECTIVES 



E. Demonstrate or otherwise overtly describe the 
principles of plant science which relate to 
fertilization. 

1. Demonstrate or otherwise describe the 
process of osmosis as it relates to 
fertilization. 

2. Demonstrate or otherwise describe the 
process of diffusion as it relates to 
fertilization. 

3. Demonstrate or otherwise describe the 
process by which nutrients are made 
available in the soil. 

4. Demonstrate or otherwise describe the 
role of lime in making some nutrients 
available while decreasing the availa- 
bility of others . 

5. List the major elements required for 
plant growth. 

6. List the major effects of soil conditions, 
e.g., soil texture, structure, organic 
matter, etc. 

7. Cite at least one reference which depicts 
major element deficiencies. 



F. Take a soil sample in a recommended manner. 

G. Interpret a soil sample report. 

H . .'.*• • 



LEARNING ACTIVITIE 



E. Observe a demonstration 
semi-permeable membrane? 
solution. 

. Obtain and display a 
shows nutrient defici 
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F. Observe a demons tratioi 
taking a soil sample. 

G. Observe demonstrations 
sample reports. 

^Lm .... 



EKLC 



rS^rvice 



IVES 



otherwise overtly describe the 
iaat science which relate to 

^or otherwise describe the 
bisniosis as it relates to 

.onv-..^-.-. 

or otherwise describe the 
Hiffiision as it relates to 
on • 

V or otherwise describe the 
which nutrients are made 
Lri the soil, 

if: or otherwise describe the 
lie in making some nutrients 
ihile decreasing the aval la- 
others • 

ajor elements required for 
th . 

ajor effects of soil conditions 
texture, structure, organic 

c._' ........ . 

ast one reference which depicts 
lent deficiencies. 



tniple in a recommended manner. 



)il sample report. 



LEARNING ACTIVITIES 



E. Observe a demonstration of osmosis using a 
semi-permeable membrane and a salt water 
solution. 

. Obtain and display a color chart which 
shows nutrient deficiencies. 



F. Observe a demonstration of and/or practice 
taking a soil sample. 

G. Observe demonstrations of interpreting soil 
sample reports. 

H . . . • . 



-3 
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ERIC 



^|UNIX:'^;'^\- Fertilizer ■ Sales: and ' Service; 
^i®4JNIT: ■ 



TOPICS 



E. Principles of plant science which relate to 
fertilization 

1. Osmosis 



2. Diffusion 



3. Soil Chemistry 



4. Effects of lime 



5, Essential elements 



6, Effects of soil conditions 



7, References which show major element 
deficiency 



F. Soil sampling 

G. Soil sample report interpretation 
H • • • • • 
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iSiiSiliiiSiSi^ 



RESOURCES r 



E. Mississippi State Univei 
on Basic Principles of I 



• • • • • 



. Mississippi State UnJ 
on Basic Principles vc 



F. Walsh /Joy /Hoover, Selll 
Supplies , - 

G. Walsh /Joy/Hoover. Selll 
Supplies , 



H • • • • • ' 



ERIC 



mmse'"--- ■■■■ ' ' 





RESOURCES 1 


laht science which relate to 

ViJt-i! . : ■ . . • 


E. Mississippi State University. A Reference 
on Basic Principles of Plant Science. 

« . . . . 







try 



lime 



elements 



soil conditions 



which show major element 



port interpretation 
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. Mississippi State University. A Reference 



on Basic Principles of Plant Science. 



■*«> 



F . Walsh/ Joy /Hoover . Selling Farm and Garden 
Supplies . 

G. Walsh /Joy /Hoover. Selling Farm and Garden 
Supplies , 



H. 
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ERIC 



RESOURCES 

UNIT: Fertilizer Sales and Service 
SUB-^UNIT: 



BOOKS 

McVicker, Malcolm H., Using Commerical Fertilizers 



Danville, 111: The Interstate Printers and 
Publishers, Inc. 1969. 

National Plant Food Institute. The Fertilizer 
Handbook . Washington,* D. C: The Institute, 
1974. 

Smith, Gary R. Display and Promotion . New York: 
Gregg Division, McGraw Hill Book Company, 1970. 

Walsh, Lawrence A. et al . Selling Farm and Garden 
Supplies , New York: Gregg Division, McGraw Hill 
Book Company, 1971. 



BULLETINS 

Clemson University Cooperative Extension Service, 
Clemson, S. C. 29631. 

Available Publications for Farm and Home - 

See those relevant to fertilizer recommendations 



Mississippi State University. A Reference on 
Basic Principles of Plant Science . 



FILMS AND FILMSTRIPS 



TRANSPARENCIES 
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EKLC 



^t^-'-'f- ■ RESOURCES 



UNIT: 
SUB-UNIT: 



Fertilizer Sales and. Service 



H», Using Commerical Fertilizers 



e:/lriterstata Printers and 

ia969-- ' \- 

a institute • The Fertilizer 
gtpn, D, C. : The Institute, 



splay and Promotion , New York: 
LcGraw Hill Book Company, 1970. 

S ^t al . Selling Farm and Garden 
^rk: Gregg Division, McGraw Hill 



> Cooperative Extension Service, 
631. 

ations for Farm and Home - 

.nt to fertilizer recommendations 



lUniversity. A Reference on 
3f Plant Science. 



FILMS AND FILMSTRIPS 



TRANSPARENCIES 
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ERIC 



UNIT: Pesticide Sales and Services 

SUB--UNIT: 

OBJECTIVE(S): The student will be able to: ' 



169 



!• Prepare a plan for the inventory , storage, displayJ 

sales of a typical pesticide(s) . V; 

- ,r ■ ■ ' . ■ '■ ■ %^ 
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•r 



Pesticide Sales and Services 



INFT: 



BJECTIVE(S): The student will be able to: 



I. Prepare a plan for the inventory, storage, display and 
sales of a typical pesticide(s) . 



II. ... 



170 
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ERIC 



UNIT: Pesticide Sales and Services 
; SUB-UNIT: 




OBJECTIVES 


LEARNING^ ACTlV 




- The student will be able to: 

I. Prepare a plan for the inventory, storage, 
display and sales of a typical pesticide^s) . 

A. Prepare a tentative inventory of a selected 
pesticide(s) to be sold in a typical farm 
store. 

1 Kct iTnfll"P t*yip vp;it1 V qaIpq voT-iime of a 
selected pesticide for a selected 
community. 

2. List at least three factors to consider in 
preparing an inventory of pesticides. 

3. Prepare a schedule showing the anticipated 
sales of the more commonly used pesticides 
by season or month. 

A P'TPniiT'p a I'fQt" of l~hp infl ^ or np^ticides 
sold in the local community. 

3 . .... 


I. As a class, small group or^ 
plan the storage, dif3play;^> 
pesticide (s) for a selected 

A. As a class or small gr^ 
inventory for a selects 
local farm supply stor< 

. While visiting a ,:io^ 
determine from theji 
sales volume of ais€ 

If possible determii 
supply store manage! 
volume for the past|i 

Prepare a list of tl 
sold in a local f att 

■ ■ ■ ■ /■'■f-i?4- 




■ ' ■■ 

• ■ > • ■ ■ • >■ . . 



ERIC 



ales and Services 



cVivES 



eCtb: 



the inventory, storage, 
fa typical pesticidels) . 

.tive inventory of a selected 
^§he sold in a typical farm 



e|yearly sales volume of a 
sticide for a selected 

u'>-.',.: ■ 

It three factors to consider in 
S:^riveritory of pesticides • 

chedule showing the anticipated 
.fe more commonly used pesticides 
»ri month. 

ist of the major pesticides 
i-; local community. 



LEARNING ACTIVITIES 



Mm 



As a class, small group or individual project, 
plan the storage, display and salies of a typical: 
pesticide(s) for a selected farm store. 

A. As a class or small group project plan an 
inventory fo"^ a selected pesticide sold in 
local farm Gur^.^ly stores. 



While visiting a local farm supply store 
determine from the manager the: yearly 
sales voliime of a selected pesticide. 

If possible determine, from a local farm ; 
supply store manager, pesticide sales 
volume for the past year. 

Prepare a list of the major pesticides 
sold in a local farm supply store. 



.... 
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ERIC 



UNIT: 
SUB-UNIT: 



Pesticide Sales and Services 



TOPICS 



Preparing the Inventory, storage, display 
and sales of pesticides 

A. Preparing a pesticide Inventory 

1. Estimating yearly sales volume 

2. Factors to consider 

• Past year sales 

Anticipated changes In demand 

3. Preparing a sales schedule 



Pesticides sold in local farm supply 
stores 



173 
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RESOURCES 



Walsh/Joy /Hooyer. Sellli^ 
Supplies, Chapter 7. 

. Local tat'oy supply stori 
salesmen* .1 



Walsh/ joy /Hoover . Se: 
Garden gupplies , Chaj 

V caJ farm supplyi:2 
saie^^en. 



ERIC 



£es and Services 







RESOURCES 1 


(ventory, storage, display 
iticides 


• • • • • ■ •- - • ■ • • •■• .-.^-I 

T Wnlsh/ Toy /Hoover. Selling Farm and Garden 

Supplies. Chapter 7. : 


(pesticide inventory 
ing yearly sales volume 


. Local farm supply store managers or . 'A 
salesmen. . ; 

. . . • • ' 


tto consider 
j.year sales 

iipated changes in demand 


A \■^r^^'lhf■'"yf^""^^■^' Selline Farm and 

Garden Supplies. Chapter 7. .; 

. Local farm supply. store managers 

salesmen. ■ f 


ig a sales schedule 





[des sold in local farm supply 
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17:4.::; ■ 



UNIT: 
SUB-UNIT: 



Pesticide Sales and Services 



OBJECTIVES 



LEARNING ACTIVr 



Diagram, list or otherwise describe the 
amount, type and time of storage needed for 
a selected pesticide. 

1. List at least five factors to consider 
when determj.ning storage needs. 



List at least three types c storage 
used for pesticide materials. 



Plan and/or construct a sales display for a 
selected pesticide material which meets the 
approval of the industry. 

1. List at least two types of pesticide 
sales displays. .....^.^^-^ 

2. List at least five criteria for evalu- 
ating a pesticide sales display. 



B. 



C. 



3 . .... 



Visit a local farm, supp-1 
the type and amount of 
a selected pesticide* ^ 

Prepare a diagram oJ 
storage facilities a 
store. 



As a class , sniall grou] 
project, construct a s< 
selected pesticide. 

While visiting loca. 
• observe and evaluat 




8} and Services 



. ■■■■■ . 
:tives 


LEARNING ACTIVITIES 




?br -otherwise describe the 
ihd time of storage needed for 
itUcide. 

• ■ 


B. Visit a local farm supply store and .observe . 
the type and amount of storage provided for 
a selected pesticide. 


> • / 


iast five factors to consider 
irmining storage needs. 


. Prepare a diagram of the pesticide 

storage facilities of a local farm supply 

store. 




Bast three types of storage 
pesticide materials. 

y -i.;- '-:- - ■- . 
} 


• . « . « 




t 

. ■ • 
wS'.: .... 

onstruct a sales display for a 
Icide material which meets the 
he industry. 


C. As a class, small group or individual 

project, construct a sales display for a 
selected pesticide. 


' i 
h 


east two types of pesticide 
plays. 


. While visiting local farm supply stores , 
observe and evaluate pesticide displays. 




.east five criteria for evalu- 
'esticide sales display. 




i 


. ■ . . 

.^.;!-,..,-..... ..... 


• . • « . 


: 
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ERIC 



ife;.UNlT: 

I? ' SUB-UNIT: 



Pesticide Sales and Services 



TOPICS 



RESOURCES 



Storing pesticides 

1. Factors to consider 

Space requirements 
Length of storage 

Seasons in which storage is needed 

2. Types of storage 

Warehouses 
. Bins 



C. 



Planning and constructing a pesticide sales 
display 

!• Types of sales displays 

2. Criteria for evaluating a pesticide 
sales display 

Interest 



Attractiveness 



177 
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Walsh/ J oy /Ho o ve r , - — S e 
Garden Supplies , Glia 

. Local farm supply,| 
salesmen. ^ 



Smith. Display andiP 



Walsh/ Joy /Hoover ;5 
Gard^ah Supplies . 

Local farm supplyi 
salesmen. "^zi 

* ' 



'.4 



ERIC 



,^s;f and Seirvices 



RESOURCES 



'4 



■:>/^.r,.'/ ■ .1 ■ 

tides,;:......;. . 

jSconsider 



reiquirements 

llJih : which, storage is needed 



rtdrage 
ises 



constructing a pesticide sales 



sales display 6 

for evaluating a pesticide 

' 

biveness 



v. ' 

'A : 



Wa 1 sh / J oy / Ho o ve r . Selling; - Farm and - 
Garden Supplies , Chapter 7. 

Local farm supply store managers o: 
salesmen. 



r 

X 



C. Smith. Display and Promotion . . 

. Walsh/ Joy /Hoover. Selling Farm. and ^ 
Garden Supplies . Chapter 7. 

Local farm supply store managers or 
salesmen. 



i 
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UNIT: 
SUB-UNIT: 



Pesticide Sales and Services 



OBJECTIVES 


LEARNING ACTIV! 

. ■ ' "■■} 




D. Provide a customer with r,he more commonly 
needed product knowledge concerning a 
selected pesticide(s) . 


D. While role playing-^i 
customer, practice ] 
concerning selected 




1. 


Classify and/or cite and, use a reference 
whith classifies pesticides by type of 
pest, e.g., insect pest, disease pest, 
weed pest, etc. 


1. 


Obtain aiM.) praci 
(charts, etc.):gi 
by type of pest. 




2. 


Classify and/or cite and use a reference 
which classifies pesticides by method 
of kill, e.g., stomach, etc. 


2. 


Obtain and file 
pesticides accoi 

of kill. ;:L 


( ■ 


3. 


Classify and/or cite and use a reference 
which classifies pesticides by chemical 
composition, e.g., hydro carbons , in- 
organic, etc. 


3. 


■V;-..:...;. _ . 

Obtain and file; 
references whlcl 
according to cliji 
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ERIC 



B "and Services 



STIVES 



tbmer with the more commonly 
tvknowledge concerning a 
icide(s). 



'or cite and use a reference 

ssifles pesticides by type of 
!#V insect pest, disease pest, 

■i^';'etc» . - 

and/or cite and use a reference 

sslfies pesticides by method 
e.g., stomach, etc. 



and/or cite and use a reference 
issifies pesticides by chemical 
,on, e.g., hydro carbons, in- 
etc. 



LEARNING ACTIVITIES 



D. While role playing salesperson and 

customer, practice providing information 
concerning selected pesticides. 



1. 



2. 



Obtain and practice using references 
(charts, etc.) to classify pesticides 
by type of pest. ^ ^ 



Obtain and file charts which classify^ 

pesticides according to method 

of kill. . .1 



3. 



Obtain and file charts or other 
references which classify pesticides 
according to chemical composition. 



UNIT: 
SUB-UNIT: 



Pesticide Sales and Services 



TOPICS 


RESOURCES j 


U. Providing product knowledge 


: : , ;,vj 

D. Metcalf/Flint/MetcalfJ 






tive Insects. , h 


1. 


Classifying pests 




■ ■ ■] 








Klingman. Weed Cot 




Insects 








Diseases 




PlpTnQDn TTn *f \7P T*Q *f t*v ^ 








sion Service. ci^vAgr J 








Handbook. vi 


2. 


Classifying pesticides by method of kill 




oh "In Ae. Ed. Cur. l! 








cides. 




Insects 








Stomach 




Interstate Printeri 




Contact 




Agronomy Kit. oJi 




• • t ■ • 

Disease 


1. 


Clemson Universit^r- 




Weeds 




Agricultural Chemic 




Pre merge 








Post merge 








Systemic 








• • • • 1 


2. 


Clemson Univ. Coop < 








Agricultural Chemij 


3. 


Classifying pesticides by chemical 






composition 




Klingman. Weed Coi 




Hydro carbons 




Me t calf /Flint /Me tci 




Inorganics 




Destructive Insecti 






3. 


Clemson Univ.. Coop. 








Agricultural Chemii 



Jacques, H. E. Hoi 



181 
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aj; and Services 



RESOURCES 



uc.t knowledge 
g pests 



!g pesticides by method of kill 

omach 
intact 



:e merge 
ist merge 
rstemlc 



ig pesticides by chemical 
>h 

:arbons 
lies 



D. Metcalf/Flint/Metcalf . Useful and Destruc- 
tive Insects ■ . / 

Kl in gman . Weed Control: As a Science 

Clemson University Cooperative Exten- 
sion Service. Agricultural Chemicals 
Handbook. 

. Ohio Ag. Ed. Cur. Mat. Ser. Insecti - 
cides . 

. Interiitate Printers and Publishers. 
Agronomy Kit . 

1. Clemson University Coop. Ext. Ser* 
Agricultural Chemicals Handbook . 



Clemson Univ. Coop. Ext. Ser. ^ 
Agricultural Chemicals Handbook . 

Klingman. Weed Control: As a Science 

Metcalf/Flint/Metcalf. Useful and 
Destructive Insects. 



Clemson Univ. Coop. Ext. Service 
Agricultural Chemical _Handbook . 

Jacques, H. E. How to Know the. Weeds . 



UNIT: Pesticide Sales and Services J 
SUB-UNIT: J 


OBJECTIVES 


LEARNING ACTiyl 


4. 


Classify and/or cite a reference which 
classifies pesticides according to form 
of application, e.g., solid, gas, 
liquid. 


4. 


Obtain and practicel 
which classifies pi^i 
to form of appllcati 


5. 


Cite and use a reference(s) which pro- 
vides recommended pes ticides for 
treating a selected pest. 


5. 


Obtain and practicel 
which provides recomJ 
treating a selectedl 


' 6. 


When given a selected pest(s) (insect, 
disease or weed) use a reference to 
recommend a pesticide treatment. 


6. 


Obtain and practice 1 
which recoimnends a a 
for a given pest • J 


7. 


When given a selected pest, identify 
the pest using recommended references. 


7. 


Obtain and practice 
cation pictures,- cHi 
identify selected p< 


... a. 


Read and correctly interpret a 
pesticide label. 


8- 


Observe demons t rat i< 
reading pesticideyiii 



ERIC 



lies and Services 



PTIVES 


, , ,1 , . , ■ , ■■ ■ ■ ■ ■ ■ ' ■■ 

LEARNING ACTIVITIES 


r;. '■ -■ 

'and/or cite a reference which 

IS "Tipo t* *! ^•^ Hpq :3PpnTf1*fno to foriH 

;ation, e.g., solid, gas, 


4. 


Obtain and practice using a reference 
which classifies pesticides according 
to form of application. 


use a reference(s) which pro— 
donmended pesticides for 
a selected pest. 


5. 


Obtain and practice using a reference(s) 
which provides recommended pesticides for 
treating a selected pest. 


m a selected pest(s) (insect, 
jr weed) use a reference to 
i; a pesticide treatment. 


6. 


Obtain and practice using a reference 
which recommends a pesticide treatment ] 


id a selected pest, identify 
using recommended references. 


7/ 


Obtain and practice using pest identifi- 
cation pictures , charts, keys, etc., to 
identify selected pests. 


correctly interpret a 
e label. 


8. 


Observe demonstrations of and practice 
reading pesticide labels. 



ERIC 



UNIT: 
SUB-UNIT: 


Pesticide Sales and Services 






lOPICS 


RESOURCES Y 




4. Classifying pesticides by form of 
application 


4. 


Clemson Univ. Cobp.* 
Agricultural Chemic£ 




Solids 

Gases 

Liquids 




Clark. Agricultt 




5 . RpCOmmPn Hino T>pe3t*-{r»4rloe 

mJ m ^ wilUll&Ii ii g IJ C J L ^ L J. LI r> 


5. 


Clemson Univ. Coop. - 
Agricultural Chemicd 




- 

6. Recommending pesticides 


6. 


Clemson Univ. Coop; 
Agricultural Chemica 




7. Identifying pests 


7. 


USDA. Insects-The Y 

Clemson Univ. Coo 
Weeds of the Sout 

. Metcalf/Fliiit/Met 
Destructive Insec 




8. Reading pesticide labels 


8. 


• • • . 

Clemson Univ. Coop." \ 
Agricultural Chemica 











Les and Services 

1:'" • 



ICS 



l-ng pesticides by form of 
ton 



ilng pesticides 



ding pesticides 



lug pests 



pesticide labels 
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RESOURCES 



Clemson Univ. Coop. Ext. Service 
Agricultural Chemicals Handbook 

Clark. Ap^ricultural Chemicals , 



5. Clemson Univ. Coop. Ext. Service 
Agricultural Chemicals Handbook . 



6. Clemson Univ. Coop. Ext. Service 
Agricultural Chemicals Handbook * 

7 . USD A . Insects-The Yearbook of Agriculture, 
1952 , 

. Clemson Univ. Coop, Ext. Service 
Weeds of the Southern United States 

, Me tcalf /Flint /Metcalf, Useful and 
Destructive Insects. 



Clemson Univ. Coop. Ext. Service. 
A gricultural Chemicals Handbook . 
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UNIT: 
SUB-UNIT: 



Pesticide Sales and Services 



OBJECTIVES 



LEARNING ACTIV 



9. 



10. 



11. 



12. 



13. 



II. 



187 



Classify and/ or cite and use a reference 
to classify a selected pesticide accord- 
ing to its* degree of danger to hiomans, * 

Use a compatibility chart to determine 
the compatibility of selected chemicals 
used as pesticides. 

When given a selected pesticide to be 
applied to a given crop, select the type 
of equipment recommended for application. 

Select, adjust, calibrate and operate 
a typical crop sprayer. 



Calculate for a customer the amount of 
a selected pesticide needed for the 
treatment of a given .crop and acreage; 



10. 



11. 



12. 



13. 



14. 



II, 



Obtain and practice 
toxicity charts to 
of danger to humans 

Obtain and practice 
chart to determine 
selected chemicals 

Observe demonstrati 
using various pesti 
equipment. 

Observe demonstrati 
calibrating and usl 
sprayer. 

' h'. 



Practice calcuiatinj 
pesticide needed 'Toi 
of a given crop and 
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Sales and Ser^^ices 



JcU 1 IV CO 


LEARNING ACTIVITIES , 


and/or cite and iLse a reference 
.fy a selected pesticide accord- 
's degree of danger to humans. 


9. 


Obtain and practice using pesticide 
toxicity charts to determine the degree 
of danger to humans* 


ijpatibility chart to determine 
Ltibllity of selected chemicals 
pesticides. 


10. 


Obtain and practice using a compatibility . 
chart to determine the compatibility of ' 
selected chemicals used in pesticides. . 


in a selected pesticide to be 
:o a given crop, select the type 
lent recommended for application. 


11. 


Observe demonstrations of and/or practice 
using various pesticide application 
equipment. ^ 


idjust, calibrate and operate 
u^crop sprayer. 


12. 


Observe demonstrations of and practice 
calibrating and using a typical crop 
sprayer. 


B for a customer the amount of 
Bd pesticide needed for the 
t; of a given. crop and acreage. 


13. 

■■■ 

14. 

XX . • « . « 


Practice calculating the amount of 
pesticide needed for the treatment 
of a given crop and acreage . 

• . • • 
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UNIT: 
SUB-UNIT: 



Pesticide Sales and Services 



TOPICS 



RESOURCES 



9. Classifying pesticides according to toxicity 



10. Using a compatibility chart 



11. Selecting application equipment 



12. Using a typical crop sprayer 
Selecting 
Adjusting 
Calibrating 
Operating 



13. Calculating quantities of pesticides 
needed 



14. 



9. Clemson Univ. Coop* 
Agricultural Chemica 



10. 



Cle:9s6n Univ. Coop. 
Agricu ltural Chemica 



Meister Publishing C 
bility Chart. 



11. Clemson Univ. Coop* 
Agricultural Chemica 



12. Clemson Univ. Coop* 
Agricultural Chemica 

Clark. A^riculturalj 



13. Clemson Univ. Coop. | 
A gricultural ChemAca 



14, 



II, 



II, 
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Jales and Services 





RESOURCES h 


pesticides according to toxicity 




9. 


' * 1 

Clemson Univ. Coop. Ext. Service. 
Agricultural Chemicals Handbook. 


V'f.-.. '. 

ipatiMli'ty chart 






• . . . . 

LtxemSO UniV. L»uup. ilal.. o»r;i-vx^c 

Apricux ural Chemicals Haiicfeook. 


■ . - ' ^■ 






Meister Publishing Co. Chemical Compati- 








bility Chart. 


ipplication equipment 






Ltxemson unxv. ual.. l^ci-vx^c 
Agricultural Chemicals Handbook. 


nical crop sprayer 
ng 




12. 


Clemson Univ. Coop. Ext. Service. 
Agricultural Chemicals Handbook. 


ng 

:ing 






Clark. Agricultural Chemicals. 


ig 








5 quantities of pesticides 




13. 


Clemson Univ. Coop. Ext. Service. 
Agricultural Chemi.cals Handbook. - ■ 






14. 


.-».•• 

«... a 




II. . 


• • • 
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RESOURCES 

UNIT: Pesticide Sales and Services 
SUB-UNIT: 



BOOKS 



Klingman, Glenn C. Weed Control As A Science > 
New York: John Wiley and Sons, Inc. 1961. 

Metcalf /Flint/Metcalf . Useful and Destructi ^"" 
Insects . New York: McGraw-Hill Book Co. 
Current Edition. 

Jaques, H. E. How to Know the Weeds . Dubuque, 
Iowa: Brown Company Publishers, 1972. 

Smith, Gary R. Display and Promotion . New York: 
Gregg Division, McGraw-Hill Book Co. , 1970, 

Walsh, Lawrence A., et al . Selling Farm aad 
Garden Supplies , New York: Gregg Division, 
McGraw-Hill Book Co., 1971. 



BULLETINS 

Clemson Univ. Coop. Ext. Service. 

Agricultural Chemicals Handbook 

Weeds of the Southern United States 



191 



BOOKS, CONT. 

Clark, Raymond. Agri cultural Ch< 



Lansing, Michigan: Department q; 
Education and Curriculum, Mich: 
University. 1969. ■.:/■% 

Ohio Agricultural Education Curf; 
Service. Insecticides. Colunib" 
Ohio State University. 

USDA. Insects-The Yearbook of A 



Washington, D. C; U. S. Govenu 
Office. 



OTHER MATERIALS 

Meister Publishing Company, 
Willoughby, Ohio. 

Chemical Compatibility Chart. 



The Interstate Printers and Publ 
Danville, Illinois 

Agronon^ Kit 
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UNIT: 
SUB-UNIT: 



RESOURCES 

Pesticide Sales and Services 



.At, 



& Weed Control As A Science , 
ley and Sons, Inc. 1961. 

alf • Useful and Destructive 
k: McGraw-Hill Book Co. 



• to Know the Weeds . Dub uque » 
ny; Publishers, 1972. 

splay and Promotion . New York: 
;cGraw-Hill Book Co., 1970. 

> al . Sellin.ej Farm and 
I New York: Gregg Division, 
Co,, 1971, 



'p, Ext^ Service. 

imlcals Handbook 
[them United States 



BOOKS, CONT. 

CJark, Raymond. Agricultural Chemicals . East 
Lansing, Michigan: Department of Secondary 
Education and Curriculum, Michigan State 
University. 1969. 

Ohio Agricultural Education Curriculum Materials 
Service. Insecticides. Columbus, Ohio: The 
Ohio State University. 

USDA. Insects-The Yearbook of Agriculture- 1952 . 
Washington, D. C. : U. S. Government Printing 
Office. 



OTHER MATERIALS 

Meister Publishing Company, 
Willoughby, Ohio. 

Chemical Compatibility Chart. 



The Interstate Printers and Publishers, Inc. 
Danville, Illinois 

Agronomy Kit 
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^NIT: Petroleum Products Sales and Services 

SUB-UNIT: 

OBJECTIVE(S): The student will be able to: 



I. Prepare a plan for the inventory, storage, display 
sales of a typical petroleum product. 

XX« fl « ■ t 



1 9 3 
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jr. Petroleum Products Sales and Services 
ECTIVECS): 'The student will be able to: 

r I. Prepare a plan for the inventory, storage, display and 

sales of a typical petroleum product. 

i: '■ 

II 



[,;■ 

l: 

I, 
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UNIT: Petroleum Products Sales and Services :^ 
SUB-UNIT: 


OBJECTIVES 


LEARNING ACTIVi; 


The student will be able to: 




I. Prepare a plan for the inventory, storage, 

display and sales of ^a typical petroleum product • 


!• As a class, small group or J 
plan the storage, display ai 
petroleum product. 


o.# irrepare b u"ni-3i--i'Vt; xiivciiLUJLy a. ocxccucu 
petroleum product(s) for a typical or 
selected farm supply sto:^'e» 


Inventory for a selected pal 
selected local farm supply £ 


1, Estimate the yearly sales volume of a 
selected petroleum product (s) for a 
chosen farm supply stoi:e. 


• While visiting a local 
determine from the manage 
volume of a selected peti 


2. List at least three factors to consider 
in preparing a petroleum products 
inventory. 


Prepare a list o£ petrolc 
a local farm supply store 

• ■ ■ ■ • 


j« ir repare a scn.GO.uj.e snowing une anLici"^ 
pated sales o£ the more commonly used 
petroleum products by season or by month. 




4. Prepare a list o£ the major petroleum- 
products sold in the local community. 

3 • • • • • 











ERIC 



bducts Sales and Services 


iCTIVES 


LEARNING ACTIVITIES 1 


►le to; 




of a typical petroleum product. 


I. As a class, small group or individual project,: 
plan the storage, display and sales of a typical 
petroleum product. 


.•cILXVc xli V cll I. U J. y UJ. d o^^xc^LCU 

luct(s) for a typical or 
supply store. 

:he yearly sales volume of a 
)etroleiua product (s) for a 
cm supply store. 

>ast thr'*ie factors to consider 
Lng a petroleum products 

». 


A Aq a rlass ot* ciTnall prnuo oroiect nlan an 

inventory for a selected petroleum product for a 
selected local farm supply store. 

While visiting a local farm supply store 
determine from the manager the yearly sales 
volume of a selected petroleimi product. 

Prepare a list of petroleum products sold in 
a local farm supply store. 

..... 


a schedule showing the antici- 
es of the more commonly used 
products by season or by month. 




list of the major petroleum 
sold in the local community. 
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UNIT: 
SUB-UNIT: 



Petroleum Products Sales and Services 



TOPICS 



RESOURCES 



!• Preparing the inventory, storage, display and 
sales of a selected petroleum product(s) 



A. Preparing a petroleum product inventory 



1. Estimating yearly sales volume 

2. Factors to consider 

Past years sales 

Anticipated changes in demand 

Seasonal nature of the sales 



3. Preparing a sales schedule 

4. Major petroleum products 

Fuels 

Gasoline 
Diesel 
Kerosene 

Lubricating Oils 
Gear oils 

Lubricating greases 
Antifreeze 
Related products 
Tires 
Batteries 
Oil filters 
Spark plugs 
V-belts 
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Supplies * Chapter 8. / 
Local farm supply store m. 
• • • * • 

A. Wialsh/Joy /Hoover." Sellin) 



Supplies , Chapter 8. 
Local fam supply store mi 
District salesmen. 



EKLC 



lucts Sales and Services 



>ry, storage, display and 
ietrolexm product (s) 



bleum product inventory 



iarly sales volume 

insider 
sales 
W changes in demand 
iature of the sales 



ialee schedule 
bum products 



ijg Oils 
lis 

iing greases 
ze 
products 
ries 
liters 
iplugs 
ts 



RESOURCES 



I. Walsh/Joy /Hoover. Selling Farm and Garden 
Supplies . , Chapter 8. 

Local farm supply store managers or salesmen. 



97 



Walsh/ Joy /Hoover. Selling Farm and Garden 
Supplies . Chapter 8. 

Local farm supply store managers or salesmen. 
District salesmen. 
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UNIT: Petroleum Products Sales and Services 

SUB-UNIT: 



OBJECTIVES 



LEARNING ACTIVi 



B. Diagram, list or otherwise describe the 

amount, type and time of storage needed for 
a selected petroleum product (s) . 

1. List at least five factors to consider 
when determining storage needs. 

2. List at least three types of storage 
used for petroleum product(s). 



3. 



C. Plan and/or construct a sales display for a 
selected petroleum product which meets the 
approval of the industry. 

1. List at least two types of petroleum 
sales displays. 

2. List at least five criteria for evalua- 
ting a petroleum sales display. 



B. Prepare a diagram of the 
facilities of a local fa 



C. As a class, small groupi f 
plan and /or construct a i 
selected petroleum produi 

. While visiting local^; 
observe and evaluate 
displays or advertisiei 



3 . .... 




ERIC 



ctS' Sales and Services 



CTIVES 


LEARNING ACTIVITIES 


or otherwise describe the 

tnd time of storage needed for 

ttroleum product(s). 


B. Prepare a diagram of the petroleum storage 
facilities of a local farm supply store. 


last five factors to consider 
nidning storage needs. 


• • . . » 


last three types of storage 
letroleum product (s). 




mstruct a sales display for a 
>leum product which meets the 
ie industry. 


• • • • . 

C. As a class, small group or indiviual project, 
plan and/or construct a sales display for a 
selected petroleum product* ' i 


iast two types of petroleum 
>lays. 

east five criteria for evalua- 
troleum sales display. 


. While visiting local farm supply stores, 
observe and evaluate petroleum product 
displays or advertisements. 

..... } ■ 



^■^'1- Petroleum Products Sales and Services 

SUB-UNIT: 



TOPICS 



RESOURCES 



B. Storing petroleum products 

1. Factors to consider 

Space requirements 
Length of storage 

Seasons in which storage is needed 



Types of storage 

Warehouse 
. Bins 
. Tanks 



C. Planning and constructing a petroleum sales 
display 

1. Types of sales displays 

2. Criteria for evaluating sales displays 

Interest 
Attractiveness 



3. 



B. Walsh/ Joy /Hoover. Selliui 



Supplies , Chapter 8. ^ 



Local farm supply s tori 
salesmen. 



C. Smith. Display and Promot 



Walsh/ Joy /Ho over. Sell 



Garden Supplies , Chapt 

Local farm is upply store 
salesmen 

District petroleum proc 
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ts Sales and Services 





RESOURCES 


; products? 

insider 

lirements 

storage 

i which storage is needed 


B. Walsh/ Joy /Hoover. Selling Farm and Garden 
Supplies. Chapter 8. 


'age 


Local farm supply store managers or • 
salesmen. ' . ' 


ttructing a petroleum sales 


fl • fl t fl 

C. Smith. Display and Promotion. 


fs displays 


Walsh/ Joy /Hoover. Selling Farm and 
Garden Supplies. Chapter 8. 


i" ■ . 

^evaluating sales displays 

V\- , 
l^ness 

[■..: 
if' 


Local farm supply store managers and 
salesmen 

District petroleum products sales people. ; 
• • fl • • 
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UNIT: 
SUB-UNIT: 



Petroleum Products Sales and Services 



OBJECTIVES 



LEARNING ACTIVI 



D. Provide a customer with the more 
commonly needed product knowledge 
concerning a selected petroleum product. 



Compare and contrast the more commonl} 
used tractor fuels, e.g., diesel, 
gasoline, kerosenes, etc. 

Compare and contrast the more coimnonl} 
used lubricating oils used on the fari 



a. When given an oil can or oil can 
label, determine the weight of 
the oil. 

b. When given an oil can or oil can 
label, determine the API Service 
Classification. 

c. When given the symbols for the 
more commonly API Service Class- 
ifications, write the definition 
of each. 



While role playing salesp 
practice providing custon 
concerning selected petrc 



Obtain and use references 
compare and contrast the; 
tractor fuels. 

Obtain and use references 
compare and contraist the 
lubricating oils. 



Observe demonstrations 
reading oil can labels 
weight of oil. 

Observe demonstrations 
the viscosity of oil. 
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rpducts Sales and Services 



rivEs 


LEARNING ACTIVITIES 








istomer with the more 

2ded product knowledge $ 

i .selected petroleum parc^duct. 


D. 


While role playing salesperson and customer, 
practice providing customer information 
concerning selected petroleum products. 


and contrast the more comraonl) 
ictor fuels, e.g., diesel, 
>, kerosenes, etc. 


1. 


Obtain and use references or charts which 
compare and contrast the more commonly used 
tractor fuels. 


-and contrast the more comraonl) 
>r j.L.cit.-Liig uxxo uocQ OH Liie xan 


2. 


Obtain and use references or charts which 
compare and contrast the more commonly used 
lubricating oils. 


I given an oil can or oil can 
ii, determine the weight of 
voil. 




Observe demonstrations of and practice. - ; 
reading oil can labels to determine the , 
weight of oil. 


I given an oil can or oil can 
ji, determine the API Service 
isifi cation. 




. Observe demonstrations designed to show 
the viscosity of oil. 


i -given the symbols for the 
jj^ commonly API Service Class- 
;at:ions , write the definition 
»kch. 
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SUB-UNIT: 



Petroleum Products Sales and Services 



1. 



2. 



Comparing and contrasting the more 
commonly used tractor fuels 

Comparing and contrasting the more 
commonly used lubricating oils 



Determining weight 

Determining API Service Classification 



Interpreting API Service Classifica- 
tion Symbols 



- TOPICS 


■ ^ ■ - ^ . --7r,3j 
RESOURCES -t 


. D. Providing product knowledge 


D. Walsh /Joy /Hoover, Sell in 
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Supplies, Chapter 8, 

Local fern supply.. stqri 
salesme 



District petroleum priSii 



T. AAVIM. Selecting &: St( 



and Lubricants, 



2. AAVIMy /Selecting &|Sfc( 



and Lubricants. 



Standard Oil Coinpahj 
About Motor Oil. 



Gulf Oil Corporation 
Guide. 




ERIC 





RESOURCES 


^knowledge 

^ ■•■■'v'-'r' ■ " ' ' 
[■ ■ ■ 


D. Walsh/Joy/Hoover. Selling Farm and Garden 

Supplies. Chapter 8. 
• — , 

Local farm supply store managers and 
salesmen. V 

. District petrolc^^ products sales people. V 


ITcbntfastirig the more 
1]^ tractor fuels 


1. AAVIM. Selecting & Storing Tractor Fuels:^':'^ 
and Lubricants. 


ticontrasting the more 
iV lubricating oils 


2. AAVIM. Selecting & Storing Tractor Fuels 
and Lubricants. if 


ig weight 


Standard Oil Company. Things to Know 
About Motor Oil.' 


ig API Service Classification 


. Gulf Oil Corporation. Gulf Farm Tractor 




Guide. * 


--ir.;.-.-- r ■ 

.ng API Service Classifica- 

)is 

.... 
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UNIT: 
SUB-UNIT: 



Petroleum Products Sales and Services 



OBJECTIVES 



LEARNING ACTI) 



Differentiate between an oil, a grease and 

gear oil. • 

Compare and contrast the more coimnonly used 
types of antifreeze 

Using manufact ers' Lu^s select an appro- 
priate size and 'nit battejry for a given 
farm vehicle. 



.6. Using manufacturers' guides select an appro- 
priate oil filter for a selected farm 
vehicle. 



?• Using a manufacturer's guide, select an 
appropriate spark plug for a selected 
vehicle. 



8, Using manufacturers' guides select a 

recommended size V-belt for a given purpose. 



3. 



4. 



Observe demonstration's 
of grease from soap ami 



/A 

Practice using manufact 
references to select s) 
farm vehicle.. ''^ 



Practice using manufact 
references to select aar 
selected farm vehiclei^i 



...._.,;„,.-_. . ..r..l-.-. » .,..v....j.^,l»?^p■ 

Observe demonstrations:: 
us ing manuf ac turers ' ^-vgi 
ences to select a sparl 
farm machine. :d 



Observe demons trations|^ 
using manuf ac turers 'l^gjj 
ences to select a :recoii 
for a given purpose. 



l^iucts Sales and . Services 




EpTIVES 



Jitetween an oil , a grease and 



ioiitrast the more commonly used 
;ffe^ze. 

iituriers' guides select an appro- 
inld: voltage battery for a g'^ 



itturers' guides select an appro- 
filter for a selficted fairm 



fir: 



(ifacturer's guide, select an 
ispark plug for a selected 



actlurers' guides select a 

?size V-belt for a given purpose, 



LEARNING ACTIVITIES 



3. Observe demonstration showing the making 
of grease from soap and oil. 



Practice using man- facturers' guides or otheir;;| 
references to seleak a battery for given 
farm vehicle. 



Practice using manufacturers' guides or other, 
references to select an oil filter for a ..^d 
selected farm vehicle. {-^^ 



Observe demonstratior^ pi and/or practice 
using manufaxiturers.' guides or :oth€2c: refer- 
ences to select a spark plug far a iselected 
farm.: machine. 



Observe demonstrations, and/or practice 
using manufacturers' gt .des pr other refer- 
ences to select a recommended size Vrrbelt 
for a given purpose. 
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IS. 



M^IT: • Petroleum Products Sales and Services 



; SUB-UNIT: 



TOPICS 



3. Differentiating between oils and greases 



4. Comparing and contrasting different types 
of antifreeze 



5, Selecting batteries? 



6, Selecting and recommending oil filters 



7, Selecting Tlit'jommending spark plugs 



8, Selecting mi4 t^cmmendlng V-b.elts 



^ 9 • • • • • 
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^clsl^ Sales and Services 



^ . ". .. 

ibetween oils and greases 

^ir . . - • 

Wtras ting different types 



ries 



econimending oil filters 



iecoinmending spark plugs 



Bcommending V-belts 
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4. 



RESOURCES 



AAVIM. Selecting and Storing Tractor Fuels 
and Lubricants , - 

Walsh/ Joy /Hoover, Selling Farm and Garden 
Supplies , Chapter 8,: 



Manufacturers* guides 

5. Walsh/ Joy /Hoover. Selling Farm and Garden 
Supplies . CKapter 8. -r 

, Manufacturers guides ^ . = . 

6 . Walsh/ Joy /Hoover, Selling Farm and Garden 
Supplier * Chapter 8* , 

Manufacturers' . guides 



7. Walsh/Joy /Hoover. Selling Farm and Garden 
Supplies , Chapter 8 o 

Manufacturers' guides 



8. Walsh/Jov /Hoover. Selling Farm and Garden 
Supplies , ■ Chapter 8, ; ! 



Manufacturers* guides 



9. 
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^ij^V^^^^^^^^^^ ' ' , ^/^RESOURCES- ^ 

:} • ^ ..-^^UNIT:' - Petroleum. Pro^^ 

K.y- ' SUB-UNIT: ' ' ' ' '• ..■■^ ■^ ^- 



BOOKS 



American Association For Vocational Instructional 
Materials. Selecting audi Storing Fuels and 
Lub ri cants , Athens, Ga; The Association, 1970. 

Smith, Gary R. Display and Promotion . New York: 
Gregg Division, McGraw-Hill Book Co. , 1970V 

Walsh , Lawrence, . A. , et al . Selling Farm; and . 
' Garden Supplies . New York: Gregg Division, 
McGraw-Hill Book Co., 1971. 



FILMS AND FILMSTRIPS 



BULLETINS 

Standard:iOil Company;,, Chicago\SO, 111. . 
Things tp Know About Motor Oil 

Gulf Oil Corporation, Pittsburg 30, Pa. 
Gulf Farm Tractor ^Guide 



TRANSMRENQES 



EKLC 



^^^^y^^^^'^-"^ \ ^RESOURCES 
^iEUMT^^^^^^^^ Services 



.... „- . . ■ 

l|For Vocational Instructional 

Lhg' and Vstoring Fuels and 

s^ Gai The Association, 1970. 

lii-V: " 

play and Promotion . New York: 
Sraw-Hill Book Co. , 1970. 

Sfe^--^al .. - Selling Farm and 
Mew s York : Gre gg Dl vis Ion , 



FILMS AND FILMSTRIPS 



TRANSPAREHOES 



y-, Chicago 80, 111. 
ut Motor Oil 

ni -Piittsburg 30, Pa. 
Guide 
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UNIT: Hardware, Tools, Building Materials and Equipment Sales and Service.s 



SUB-UNIT: 

OBJECTIVE(S): The student will be able to: 

I. Prepare a plan for "the inventorj^, storage, display 
and sales of : hardw^s^:, tools , building materials 
and, equipment iteniSja. commonly sold in a typical 
farnL supply store. 



2 r3 
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Hardware, Tools, Building Materials and Equipment Sales, and Service ■■- ■.-■'^ii 



UNIT: 
SUB-UNIT: 



T 



The student will be able to: 



I. 



Prepare a plan for the inventory, storage, 
display and sales of building materials, hard- 
ware, tool or equipment items commonly sold. in 
a typical farm supply store. 

A* List the major types of hardware, tools, 
building materials .and . equipment, sold-^an a 
typical or selected farm supply store. 



LEARNING ACTIVI 



I. 



: 214 



As a class, small group or 
plan the inventory , storag( 
of a typical hardware , too, 
or equipment item commonly 

supply s tore. :\ 

■ ' • . • 'y\ 

A. While visiting a local 
prepare a . lis t_of .^thelli 
ware, tools, buildingji| 
ment sold. :^ 



Invite a farm supply&s 
the class group the "ma 
tools, building 'materi 
items by category # 



Invite a district salei 

.... , 

classify hardware , top 
and equipment items by 



i ^106-^ , > . ^ «• ' ^^>"V»f/ Xy^'-y 




EKLC 



(Wja^vBuxXding M and Equipment 



Sales and Service 



TIVES 



LEARNING ACTIVITIES 




^>ii4iding mat^^ hard- 
:J^nt items commonly sold in 

^iK:!!^stbre. 

jBypes of hardware,, tools , 
i|ils-and equipment! sold in - a 
(cted farm supply store. 



pis 



As a class, small group or individual project., 
plan the inventory , storage , display and sales- 
of a typical hardvjrare, tool, building material ^ 
or equipment item commonly sold in a farm 
supply store. 

a; While visiting a local farm supply store ;.v 

prepare .a list Jdf the . maj or. ..types,, of ^.hard-r^ 

ware, tools, building iaaterials and equip- 
ment sold* 



m 

i 



Invite a farm supply store manager to help y 
the class group the major types "of hardware y 
tools, building'materiais and equipm^ent . 
items by category. = ; 



Invite a district sales representative to. 
classify hardware, tools , building materials 
and equipment items by category. 



i 
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ERIC 



t^^ifeMN Hardware, Tools , Building Materials and Equipment Sales and Services - 

>: SUB UNIT: ^ 



TOPICS 



1. Preparing the inventory, storage, display and 
sales of a selected hardware, tool, materials 
. . and equipment item 



A. Major types of hardware, tools, building 

materials and equipment 

1, Hardware 
V Nails 
• Bolts 
Screws 
Hinges 



2. 



Major types of tools 

Hand tools 

Metal working 
Wood working 

Power tools 



3. Materials 
Fencing 
. Paints 
Wood 



4. Equipment 

Livestock 

• Crop 

• Garden and lawn 



RESOURCES 



I. Walsh/Joy /Hoover. .Selling|i 
Supplies , 

. Local farm supply store 

. Sales representatives ^ 



A to calf arm s upply ^ s t'ore^ 



Sales representatives 



, .107 - . ^ ^ ^ y: < . , ^vPXh% 
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[Bull4ing;l^ Equipment Sales and Servlceis 



■ •'■ ■•• '\' 



RESOURCES 



ryV storage, display and 
trdware , , tool , materials 



rdware, tools, building 

Lipiient'— - - 



I. Walsh/Joy /Hoover. Selling Farm and Garden 
Supplies . 

Local farm supply store managers or salesmen, ^ 
Sales representatives 

m » » m » ••.•...•.'>• .j; 

A. Local farm supply store managers or salesmen' .rf 
. Sales representatives ; - ^"^^ 



E:;;tools 
Lng 



d'^rawn 
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ERIC 



Rlil'SUB-UNIT: ' 



Hardware, Tools, Building Materials and Equipment Sales and Services 




OBJliCTIVES 



B. Select a recommended invent oiry for a given 
. or chosen type of hardware to be sold in a 
typical farm supply store. 



1. Estimate the yearly sales volume of a 
sel??cted type of hardware. 



2. List,. at...least. three . factors ^.tol consider- 
in preparing a hardware inventory. 



3. . . . . 

C. Select a recommended inventory of a given or 
chosen type of tools to be sold in a typical 
farm supply store. 

1. Estimate the yearly sales volume of a 
selected tool(s), 

2. List at least three factors to consider 
in preparing a tool inventory. 



LEARNING , ACTIV 



B. 



' 

As a class projectiivfsi*t 
store(s), divide. thet^c^ 
assign each pair a.^type 
roughly inventoried'^^ 

Invite a local ^faxin^ 
the class :prepare^f^j 
hardware items. -'^^ 



• - Invite ^a .district's sEK 
help the class t 'prepare 



C. 



selected hardwai;e||itei] 



As a class project ^nd^ 
the store manager.H:paji^^ 
lected tools in.a'^local^ 

Invite a locals f arm^ 
man to help the 'cras£ 
tools • * ' ^ V 

Invite a dis t r ic t ^ sal 



help prepare an ^>inv;en 




ISjifBull^lng Materials and Equipment Sales and Services 



JTIVES 



LEARNING ACTIVITIES 



lended Inventory for a given 
■o^ ^hardware to be sold In a 
ipply store. 

le^yearly sales volume of a 
rpe of hardware • 

1st three factors to consider 
ig 'a hardware Inventory. 



nended Inventory of a given or 
Itools to be sold In a typical 
ire. 

■V'*" — ,■ . . . 

he yearly sales volume of a 
ool(s). 

v.- 

as t three factors to consider 
ng' a tool Inventory. 



As a class project visit a local farm supply 
store(8) , divide the class Into pairs and 
assign each pair a type of hardv^are to be 
roughly Inventoried. 



Invite a local farm store manager to help- : 
the class prepare an Inventory for selected: 
hardware Items. ^ _ * r.^ 

Invite a district sales representative to 
help the class prepare an inventory for a ; 
selected hardware item. 



As a class project and with the permission of - " 
the store manager pair up and inventory se- rl ' 
lected tools in a local fann supply store. ^ 

Invite a local farm store manager or sales- 
man to help the class inventory selected i' : 
tools. 

Invite a district sales representative to' 
help prepare an Inventory of selected tools. 
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I-:?; •■■•"UNIT: 
|l;ii.;5SUB-UNIT: 



Hardware, Tools, Building Materials and Equipment Sales and Services 



TOPICS 


RESOURCES 1 


Br Selecting a hardware inventory 


B# Local fam supply store ■! 


1, Estimating yearly sales volume 


Farmer ^s Cooperative 1 
tives ' ' 


2. Factors to consider 
Past years sales 
Anticipated changes in demand 
Seasonal nature of sales 


Hardware sales represc 


3 • • » • • 

C. Selecting a recommended inventory of tools 


■ ' • .... .-w 

• ■.. ;'■ ■ ■ •• ■ ' ^.Vi- 
C, Local farm supply s to reiii 


1. Estimating yearly sales volume 


Farmer^s Cooperative J 
tives r " 


2. Factors to consider 

. Past years sales 

Anticipated changes in demand 
Seasonal nature of sales 

■ • • • • 


• Tool company represent 

• • • • • ^( ' 

" ■ - ' ■ ' ■ ^ 
• ^ ■■ ■ • ■ • ■ 

■ '"j 




-^^^ . 



t||.Bulidlng Materials and Equipment Sales and Services 





RESOURCES 


are inventory 


B. Local farm supply store manager or salesmen •> 


arly sales volume 


Farmer's Cooperative Exchange represent a-; 


nslder 

:|sales 

id ^changes in demand 
iature of sales 


Hardware sales representatives 

■ ■ - 


imended inventory of tools 

\-Jr ,-. \- 


• • • • • ' -•(•'-.'• 

C. Local farm supply store managers or salesmen.:-. 


tarly sales volume 


Farmer's Cooperative Exchange represent a- ; 
tives ■ ■•- 


ttisider 

iv-'isales 

id; changes in demand 
iature of sales 

■'.f?^ ■■■ 


Tool company representatives 
• • • • • 
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^i: UNIT: 

SUB-UNIT: 



Haxsiwasce, Tools, Building Materials and Equipment Sales and Services 



OBJECTIVES 



L£ARNlff6 ACTil 



D. SeSec A iiecovmended UxX'^^ss^imfsy of a ?given 

t^e <av jilding materiaihr r^ld by a typical 
£s^. ^ jly store. 



JL. ^^4mate the yearly sales volume of a 
^l^cted type of material(s). 



2, Liiat at least three J^ctors to consider 
ixi: ^preparing an invesisrory of materials 
tc be sold in a typical fainn supply store. 



3. 



E. Select a recommended inventory of a given 
type of equipment to be sold in a selected 
farm supply store, 

1. Estimate the yearly sales volume of a 
selected type of equipment. 



2. List at. least three factors to consider 
in preparing an equipment inventory. 



I&s a class pro j«i$:t and; 
:0f the sitore inaBager ,Xl>J 
selected btdld^g mater 
farm supply staa^u 



••■''-1 

Iirvite a loraJ :^armg|^ 
man to ikelp ^tHee clasq 
types of: btiiliiiing mai 
store. vis 

Invite -an ECX store;?^ 
to help prepare a pr^ 
building materials . : i 



E. As a class project: *ani|i« 
the store manager, pad^ 
lected equipment items|| 

Invite a local v farmi^j« 
man to help the clasi 
types of equipmenti^at 

. Invite a ais trie tisT^^ 
help prepare/ p ropose(:j 

equipment. ■^/■■:'^^ 



1^222, 
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CTIVES 



iniended inventory of a given 
.ng. mterials sold by a typical 



;he yearly sales volume of a 
;ype- of material (s). 

sast three factors to consider 
Lng an inventory of materials 
i*:vin a ::typical farm supply storei 



bmmended inventory of a given 
nerit to be sold in a selected 
tore. 

■ . 

the yearly sales volume of a 
fcype of equipment. 

feast three factors to consider 
ing^an equipment inventory. 




L V 



LEARNING AC^ fVITIES 



As a class project anr^^with the permissioa . 
of the store manager, pair-up and invesstory 
selected -building materials sold in a 32«al . 
fam st^piy store. 

. rnvite a local' farm store manager or Mles- 
.. man to help the class inventory. selec^Ced : - 
types of building^xmaterials sold in .t&e 
store. 

. Invite an FCX store sales representative 
tv help prepare a -proposed inventory of . 
building materials.. \ 



E. As a class project aud with the permission of; 
the store manager, pair up and inventory^ se--_ ' 
lected equipment items sold by the store. 

Invite , a local fcarm store manager or sales^ 
man to help the class inventory selected . 
types of equlpmeat sold in the store. 

. Invite a district sales representative to 

■ help prepare proposed inventory of selected 

^uipment . " 



I/:. 
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,^ ;UNIT: Hardware, Tools, Building Materials and, Equipment ailes :and: Services 

•^' ^ SUB-UNIT: 



TOPICS 



D. Selecting a recommended building materials 
inveaatory 



1. Estimating yearly sales volume 



Factors to consider 

. Past year's sales 

Anticipated changes in demand 
Seasonal nature of sales 



E. 



Selecting a recommended inventory of 
equipment 



1. 
2, 



Estimating yearly sales volume 

Factors to consider 
Pasi:: years sales 
Anticipated change in demand 
Seasonal nature of sales 



RESOURCES^ 



D» Local farm 'supply store- 



FCX representatives 03 



E. Local farm supply store mi 
representatives. ^ 

Farmer Cooperative 

. Equipment company sail 
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ll??"^^^?? Materi^S iSffiS Equipment Sales and St Ices 



o imwftndp d building materials 



y^early sales volume 



consider 
r^-s^' sales 

jted /changes in demand 
>^iiature of sales 

oibmended inventory of 



pearly sales volume 

consider 
its? :S ales 

ted change run demand 
>hature of ssLes 



IK.. 



RESODRCES 



LociiJ. f arm -sufEgly store managers osrasalesEeii. 



FCX repcEEsentatives or catalogs 



E. Local farm isupply store managers lox smles 
representatives. 

Farmer Gaooperative Exchange rBpazefflEottatlves 
. Equipmeirt company sales repreiaenttatives 



mi 
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SU#@eii^T: 



ttatsEiware, Tools Materials and Equipment Sales and Services 



I 



OBJECTIVES 



LEARNING ACTW! 



F. 



JLlS't tSoe amount of st:ai5g^ and/or display 
is|KSESr ^required for seiiiec^T* d items a£ hard- 
WEQESB^ i?selected tools, or^i^eleeted equipment. 



G. 



Xiben ,g±TOn a chosen hardvs£r.&, tool or 
^quipmeirt: ±t22m, select a CTrcommended type 
£r£: storage and/or display facility. 



List air .least -five factors to consider 
ituidetExmi ning storage: and display needs. 

Lxst: air leastD three CDypes of storage 
used fox storing andi^dlsplaylng hard- 
wsire, taonls or equi^ent items. 



3. 



Prepare a dxsawing: .ahowiJl 
storage or display jB^sacu 
hardware, tool or equipi 



G. 



While vi:s:ltii2g iocal 
businesses dhsecve :th.e^ 
display faclli trfes usedj 



'J 



.112. 
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iiB, Bltri;idili»|g;,M^^ and Equipment Sales andSServices 



LEARNING ACTIVFTIES 



'of ' stsorage and/ or display 
or sBitect3&d items af hard- 
;ppls, orr:selected equipment. 



isen hardwaere, tool or 
iselect a TsecoiiKnended type 
^/display facility. 



it. five factors to consider 
liig storage andi^ display needs.. 

St three types of storage 
)ring and displaying hard- 
ier equipment Items. 



F. 



Pre^mre a^ drawing shtawing the amount of 
fstcrage or display sj^cs requiii?ed for selected 
nardRsarjE;, . tool itsans. 



G. 



Whilte idisiting local farm supply store 
busiisarases obsei^e tcjie type of storscge rand 
diap£l^ facilities: used • 











./ UNIT: Hardware, Tools, Building Materials ami Equipment Sales and Services 
SUB-UNIT: 




^ , . 1 UrlC#o 


RESOURCES ^ 


I'll' 


P. Determining the amount of storage and aisplay 
space required 


F. Smith, ' Displfi/ and Prom 




• Hardware 
. Tools 


• Local farm supply ; s to: 
salesmen. 3? 




Equipment 
• « « • • 


. Farmer* s Cooperative )] 
tives 




G. Type of storage and disgHay 


G. Local farm supply store-t 




Storage 

« Werehouse 


FOX representatives 




Display area storage 
« • • • • 


"■ ■ ' 

-J 

: ■ ■ - v. 5 
"J 

. ■ ■ ■ J 

: - ■/■■^ - - 

! 






: _ : i 
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*ii;;Bi4.W and Equipment Sales and Services 



RESOURCES 



rat of storage and display 



['display 



storage 



F. Smith. Display and Promotion . 

Local farm supply store managers and 
salesmen. - - ■ / 



Farmer * s Cooperative Exchange represent at- ; 
tives V 



G. Local farm supply store managers and salesmen; 
FCX representatives , i 



I « a « a 
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UNIT: 
SUB-UNIT: 



Hardware, XooIr, Building Materials and Equipment Sales and Services 



OBJECTIVES 



LEARNING ACTIvr 



Design and/or construct a recommended sales 
display for a given hardware, tool or 
equipment display. 

1. List at least two types of displays. 



2. Select a reconmiended fixture(s) for a 
selected display (s). 



3. List at least five criteria for evalu- 
ating a hardware, tool, or equipment 
display. 



114 



H. 



As a class or small groiii 
and/or construct a sales 
selected hardware, tool/c 

. While visiting locals 
evaluate the hardware 
displayis. 

. While visiting local; 
observe the type of :f: 
displays, e.g. , counti 
closed areas, etc. 



EKLC 



iSVBullding Materials and Equipment Sales and Services 



CtlVES 



LEARNING ACTIVITIES 



Least five criteria for evalu- 
lardware, tool, or equipment 



•construct a recommended sales 
5given hardware, tool or 
ilay. 

east two types of displays. 



recommended fixture (s) for a 
display (s). 



H. As a class or small group project design 
- ' and/or construct a sales display for a 

selected hardware, tool or equipment item. 

While visiting local farm supply stores 
evaluate the hardvfare, tool and equipment 
displays, 

. While visiting local farm supply stores 
observe the type of . fixtures used for 
displays, e.g., counters, walls, open areas^ 
closed areas, etc. 



114 
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"UNIT: Hardware, Tools, Building Materials and Equipment Sales and Services 

SUB-UNIT: 



TOPICS 



RESOURCES^?; 



E. Designing; anx constructing sales displays for 
hardware, tool or egniapment display 



1. Types of displays: 
UindiOTF 
Interiinr 
AssDrtiastit 



Types of fixtures 
Cotmterss 
Walls 

Open aceas 
Closed sreas 



3- Critexxa forr.evaluating displays 



H. Local farm supply store; 



FCX representativesg^ 
Smith. Display- and^^P 



St 



lEntexestr 
Atti 



iss 
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pJi^BnXidini ilatexials Sales and Services 



■V. 




ions^tfucting sales displays for 
^orj equipment display 

Sliaiplays;-. 




ioir evaluating displays 
(tiveness 

^j^Vf-i- -■ . -■ 



RESOURCES 



H. Local farm supply store managers and salesmen. 
. FCX representatives or publications ^ . 

. Smith. " Display^ and Promotion T "^^'\ 
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'jSUB-UNIT: 


Hardware^ Tools, Building Materials and Equipment Sales and Services * ^^^.^-^^ ^ " ^^^^^^^ 




V OBJECTIVES 






I. 


Provide a customer with the more commonly 
needed product knowledge concerning selected 
hardware items. 




■ ■ ■ ■ ■ . • ■■ m^mm 

I. Wiile role playing^' saleii 
practice proyidingrcust} 
concerning selectedShaB 




K ' , 




1, 


Identify at least 25 of the more commonly 
used hardware items* 




1. Participate in haijdj 
^ contests." / . /-Vi'-^^ 

Visit a local fain^ 
ify the line of har< 








Describe the function of at least 25 
different hardware items. 




2. Observe demons tM 

the use some';^^^ 
of ^ hardware Jltiem^ 


A.. . . 




3. 


Cite and correctly use at least one 
reference or manufacturer's guide which 
lists sizes and types of hardware items. 




• .... - ■- -I-,;.- , V'lV^^W^^S",! 

screw and other? re3u 
ciiB t6m€^rs s^ 

hardware needed. 7f| 

■ ■ . .■ . ■■ • ■ 






4. 


.... 




A. ...» - 












r 
T 

' • . ■ •• • - : - ■ r-i\;:i>vi! 

■ ' ■ 
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LEARNING ACTIVITIES 



tomer with the more commonly 
ip,taaowle<dge concerning selected 

atl'^ieast 25 of the more commonly 
B^are items* 



the^ffimction of at least 25 
^hardware items • 

Mf'>-:: ' ■■ ■ ■ 

"■ ■ ■ ■ 
- . •■ 



correctly iise at least one 
|x)r manufacturer's guide which 
2S;: and types of hardware items. 



I. While role playing salesperson and exist omer,; 
practice providing customer information 
concerning selected hardware items. 



1. 



2. 



Participate in hardware identification ' r 
cohtests. 

Visit a local farm supply store and ident-; 
ify the line of hardware items displayed, 

^ ■ ' * i 

Observe demonstrations illustrating ^ \f 
the use of some of the more icommon types^;# 
of hardware items . ' , ^]J^ 



.... 



3. 



Obtain and practice using nail,^ bolt ,1;^ 
screw and other relevant charts to help 
customers select sizes and types of 
hardware needed. 



SUB-UNIT: 



Hardware, Tools, Building Materials-^and Equipment Sales and Services > ' ' 



""if' f> ' 

si 



TOPICS 



Providing customers with information about 
hardware 

1. Identifying hardware items 



2. Describing the function of hardware items 



3. Using sales references, charts, etc. 
A« • • • • 



RESOURCES 



I. Local farm supply storem 



Hardware sales catalogi 



Interstate Printers. &%] 
Tool Identif icatib] 



'II 
'J 



[Building Materials , and Equ^^^ Sales and Services 



RESOURCES 



iiers/.with information about 
liardware i terns 



the function of hardware items 



I. Local farm supply store managers or salesmen. 



Hardware sales catalogs 



4 ^ 



Interstate Printers & Publishers 
Tool Identification Kit 



preferences, charts, etc. 
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•"'fUNIT: ■ . Hardware, Tools, Building Materials and Equipment Sales and Services' .' v, "'4!^' 
■■■^SUB-UNiT: .. ' V''^^ 




OBJECTIVES 


LEARNING ACTiy 


: -..Wj : 
') . 
. '"^ 

>- 


J. Prpviae a customer with the more commonly 
needed product knowledge concerning a . 
selected tool. 


J . While r ole playihg^csa^^ 
practice providing^cust 
concerning selectedvtod! 




1. Identify at least 50 tools commonly 
used by farmers. 


1» Participate^ in^ua 
tion contest. 

. While yisiting^i^ia 
SLore* ODservc-^^uE 
displayed.';, —^''^^^ 




2. Demonstrate the use of selected tools 
. commonly used by fanners. 


2. Observe deinpnstrat^< 
using selected^tpo^^^^ 
locals farm siipplyiSsi 




3. Cxte and correctly use at least one 
rtsference or manufacturer' s guide 
wlam:h lists sizes and types of tools. 


3. Practice-using'/sale^ 
s ales ref erericesi i^^^^^^ 
concerning tools rcS 
farm- supply;^stpreip 






^- , .... , . - 


1 

m 







ERIC 



liBuliding Materials and Equipment 



Sales and Services 



i 



LEARNING ACTIVITIES 




'5 



jjpa^r^ with the more connnonly 
licnowledge concerning a 



& least 50 tools commonly 
riners. 



J. 



While role playing salesperson and customer,^ 
practice providing customer information 
concerning selected: tools. , ^ ' ^ 



1, Participate in a chapter tool identlfica 
tion contest. 

. While visiting a local farm supply , 
store, observe the types of tools 
displayed. ;: .. > 



1 



^e^the use of /selerDed idloIs 
^ed^ by farmers . 



iiirrectiy use at least one 
|or manufacturer's guide 
S^sizes and types of tools. 



Observe demoristEations of. and practice^ 
using .selected tools :c3ommonly sold in. 
local :farm supplgr/ stoxes • 



Practice using sales catalog: and other- 
sales references to advise customers 
concerning tools commonly sold in local, 
farm supply store. 



-•f 
/J 

M 
' ' fx 



4. 



' f i. 
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ipUN'iT:. 
iiSUBUNIT: 



Hardware, Tools, Building Materials and Equipment Sales and Services 



TOPICS 



RESOURCES 



J. Providing customers with information about 
tools 

1. Identifying tools 

2^, Demonstrating the nse of tools 

3. Using: sales refergmices, charts, etc. 



"1 

J. Interstate Printers Sc $,ub*^ 
Tool Identiflcaticar'Kli 

: . FCX Catalog ' ^ ; 

Hardware Sales Catalogs 

V'5 




aildlng: Materials and Equipment Sales and Services 



with information about 



r- 

:ools 

;^the use of tools 
References, charts, etc. 



i 



RESOURCES 



J. Interstate Exinters ^ Publishers - 
Tool Identification Kit 

. FCX: Catalog 

. Hardware Sales Catalogs 
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Bullffiiiirg; Mait^Brials aaiaLIffistiipinent: Sale 



OBJECTIVES 




K. Provide a customer with the product knowledge 
* needed concerning selected building -materials 
; sold by a typical farm supply store;. 

1, Identify at least 20 building supply items 
commonly sold by farm supply stores. 

2. Cite at least one reference b 

which gives product informaticm concerning 
building supplies commonly sdILd by farm 
supply stores. 



Provide a customer with the more commonly needed 
product knowledge concerning selected equipment 
frequently sold to farmers. 



1. Identify at least 20 items of equipment 
frequently sold through farm' supply stores. 

2. Demonstrate the usa of selected. ecpii-pmsrEt 
frequently &old through farm suppl^ristures , 

3. Cite at least one refiarea3.'ce which -3.isl2s 
operatin g instruction s figr a typical ditem 



of equipment . 



4. 



M. 



242 



IK. 



L. 



3a. 



While role playing ' 
practice providing custome^ 
cerning selecte;d buildliig^ 
. local' farm\,supply^^ 

. Visit local faritt suppl^f^t^ 
identifying (perhaps byjc 
commonly used--bui Iding^tm^ 

While playing salespersqnj'^^ 
providing customer inf ormat 
selected eqijdpment sold ;ln^^^ 
stores. 



1. 



2. 



4. 



Participate in an vequii 
contest (perhaps heldt|j 
supply store) . '"If 

Observe demonst rat ionsj 
US ing f arm ^equlpmen tf|S j 
farm supply stores T 

Obtain and use manuf^c 
other sales reference's 
-men t— s old-i.n--'l ocal^f ari 

'<^? 

. n 

• ... ; ■ 



'in 
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LEARNING ACTIVITIES 



^tlif the product knowledge 

^jjlcted^^^^ 

fam; supply store . 

^£';20' building supply items 
^^aSnai: supply : St ores,.. . . 

)ne i rrfer 

w^tj^^inf ormation concerning 
jS^Bfcbimonly sold by farm 

fev - . • ; 

Iwith the more commonly needed 
conceTO s el ect ed equipment 
ftarmers . ' - 

as if' 20 items of: equipment 
Sfthrbugh farmi supply stores . 

fliise of selected equipment 
through farm supply stores . 

§'1 ' ■ ■ ■■■■■■ 

one reference :which lists 
:ructions for a typical item 



K. While role playing salesperson and customer, 
practice providing customer information con- 
cerning selected building supplies sold in 
local farm supply stores. 

. Visit local farm supply stores/ and practice, 
identifying (perhaps by contest) the more 
cotomonly used' building" materials soldv 



While playing salesperson and customer , practice 
providing customer Information concerning 
selected equipment sold in local farm supply 
stores. 

1. Participate in an equipment , identification 
contest (perhaps held at a local farm 
supply store) . 

2. Observe demonstrations of and/or practice: 
using farm equipment sold through local 
farm supply stores. 

3. Obtain and use manufacturer's guides and 
other sales references provided with equip- 

ment-sold-in--local— farm--8upply-^sto 



Hardware , Tools, Building Materials and Equipment Sales and . Services - V^ 



81 liNit: 

111; VSUBUNIT 



TOPICS 



K. Providing customers with. information about 
building materials 

1. Identifying materials 

2. Using references, sales catalogs, etc., 
to sell building materials 

3 



Providing customers with information about 
equipment 

1. Identifying equipment 

2. Demonstrating equipment operation 

3. Using manufacturers' guides. for operating 
and selling equipment 



RESOURCES 



244 



121 



K. . Local farm supply^, store^in^ 



FCX representatives 



JCX catalogs or other|?j 
cUrning building suppi: 



L. Equipment company catalog! 



Manufacturer's guides#( 



Local farm store sales 
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^BMIciing and Equipment Sales and Services 



T 



RESOURCES 



iters with information about 

llfXil^v,..., : , . 

^imaterials 

ences, sales catalogs, etc. , 
Iding materials 



>mers with information about 
jl^iequipment 

Lng-;.equipment operation 

Eacturers' guides for operating 
5 Cfequipment ^ 



K. Local farm supply store managers or salesmen'. 



FCX representatives 

FCX catalogs or other publications con- 
cerning building supplies. . : ; 



L. Equipment company catalogs 

. Manufacturer's guides of manuals 

. Local farm store sales representatives. 



M. 



'if',' 
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UNIT: 



RESOURCES 

Hardware, Tools , Building Materials and Equipment Sales and Servicest 






BOOKS 


FILMS AND FILMSTRIPS 


'J - ' 

*.'')-vr:^-' . ■ : . ■ : 


Smith, Gary R:. Display and Promotion. 
New York: Gregg Division, McGraw-Hill Book 
Company, 1970. 




1/alsh, Lawrence, -A* at al. Selling Farm and 
Garden Supplies. New York: Gregg Division, 
McGraw-Hill Book Company, 1971. 






BULLETINS 


KITS ^ '"'^^'^i 
Interstate Printers and Pub llshi 

111. ^ -'^'^V'^fi 

Tool Identification:^]^^ 








''f:*' ' 
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RESOURCES 



Jtoola, Building Materials and Equipment Sales and Services 

I??' 



Lsplay and Promotion. 
^Division, McGraw-Hill Book 


FILMS AND FILMSTR IPS 


\T"et "al. ' Selling Farm and 
New York: Gregg Division, 
iCompany, 19 71, 

'!».■■- . ■ ■ • • 
r-n - • - " 




V 


KITS 

Interstate Printers and Publishers, Danville, 
111. 

Tool Identification Kit 


••J-.../ ■■ 
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Animal Science publications 
Crop production bulletins 
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M^itute. The Fertilizer Handbook , Washington, DC: The Institute, 1974. 

iMtlon: Curriculxm Columbus, Ohio: The Ohio State University • 

irfe Used in the Agricultural Services 

iP'^^'v . , ■ ' ■ . • 

amahshiip 

*a ■. - ... 

trmulation Handbook » Danville, ILL: The Interstate Printers and Publishers, Inc. 

i>i*ogaQ> Store Salesmanship . Englewood Cliffs, NJ: Prentice Hall, Inc., 5th edition. 

Same n t ais of Ad ve r t is in g , Cincinnati, Ohio: Southwestern Publishing Company, 

■ ' ■ ' • , 

ay and Promotion . New York: Gregg Division, McGraw-Hill Book Company, 1970. 

It* al. Selling Farm and Garden Supplies . New York: Gregg Division, McGraw-Hill 

Hal 9 An Introduction to Agricultural Business and Industry . Danville, ILL: 
'rlnters and Publishers, Inc., 1965. 

C.A. Fundamentals of Selling . Cincinnati, Ohio.: Southwestern Publishing 
.tion, 1964. 

iarbook of Agriculture- 1952 . Washington, DC: U. S. Government Printing Office, 
rial Service, The Use of the Cash Register . Urbana, ILL: Vocational Agricultural 



iTS 

noperative Extension Service, Clemson University, Clemson, SC: 
xals Handbook 

^ications for Farm & Home for the following types of publications: 

publications 
m bulletins 



Crop variety bulletins 

Fertilizer leaflets - ' 

Home Garden circulars ^ 
Vegetable leaflets 

Weeds of the Southern United States " 

Gulf Oil Corporation, Pittsburg 30, Pa. * 
Gulf Farm Tractor Guide 

' ■ . . .■ ■ til 

Mississippi State University. A Reference on Basic Principles of Plant Science, Starkvilli 
Ohio State University. Seeds - Student Manual ^ Columbus, Ohio. 

Purdue Cooperative Extension Service, Lafayette, Indiana. Good Feed Mixing Practices . 
South Carolina Department of Agriculture, Commerical Feed Resume , Columbia, S. C« 
Standard Oil Company, Chicago 80, ILL: Things to Know About Motor Oil . 

KITS and CHARTS "^"'^ 

Interstate Printers and Publishers, Danville, ILL: ^ , 

Tool Identification Kit 
Agronomy Kit 

Meister Publishing Company, Willoughby, Ohio. 
Chemical Compatibility Chart. 



jetB-;'.'. 

tern United States 

^itt^sburg 30, Pa. 
'Guide 

^irslty. A Reference on Basic Principles of Plant Science, Starkvi lie. Miss* 
k'^'^'<^<^r-i^.B - Student Manual ^ Columbus, Ohio. 

i^uBlon Siirvice, Lafayette, Indiana. Good Feed Mixing Practices . 
li:;;fc of Agriculture, Commerical Feed Resume > Columbia, S. C. 
C:iH.cago 80, ILL: Things to Know About Motor Oil , 



<S Fvilishers, Danville, ILL: 
on Kit 

ipany, Willoughby, Ohio, 
ility Chart. 
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APPENDIX A* 
Recommended Materials or Equipment 

This list of equipment can be used as a guide in ordering and assembling those 
needed. Many state departments have more definitive lists available and it may be p 
to request such lists as additional sources of information. In addition, consultati 
experienced agricultural supplies and services teachers would be desirable as needed 
and equipment are being compiled. :^ 

Register for making cash and charge tickets 
Adding Machines 
Calculators 

Billing Equipment, Swivel Hand - -J 

Cash Register •-. vl 
Typewriters 

Price Boards | 

Wall Merchandising Unit • ::i 

Maga^ine and Bulletin Rack i 

Display Cases of Windows ' . ' . • ■ 

Video Taping Equipment J 
Tape Recorders 
Telephones 

Sales Counter J 

Portable Audio-Visual Equipment Stand j 
Access to Overhead Projector » Movie Projector, and Films trip and Slide Projectoi 

Volume Measures • 

Hand Sprayer I 

Counter- Type Catalogue Holders /;^! 

Clip Boards i 

Three Hole Paper Punch -i 

"In" and "Out" Baskets - j 

Moisture Tester ■! 

Stapling Gun . ■ j 

^Ihis list prepared by the Ohio Career Education and Curriculum Management Laborator] 
tural Education for the United States Office of Education. Career Preparation ±n Ap 
Supplies and Services , A Curriculum Guide for High School Vocational Agriculture, ,( 
The Laboratory for the U. S. Department of Health, Education and Welfare, pp; 19 l-igj 
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• ; ^ ; Recommended Materials or Equipment 

.of equipment can be used as a guide in ordering and assembling those items 

state departments have more definitive lists available and it may be possible 

[if lists as additional sources of information. In addition, consultation with 

ri cultural supplies and services teachers would be desirable as needed materials 

ajreybeing compiled. ........ .... 

tor making cash and charge tickets 
(iiines 

irs^ ■ ' 

quipment, Swivel Hand 
B ter 

rds 

Kandising Unit 
and Bulletin Rack 
lases or Windows 
ihg Equipment 
irders 

is/ ■ 
liter 

Audio- Visual Equipment Stand 

► ;dverhead Projector, Movie Projector, and Filmstrip and Slide Projector 

iasures 

tyer' 

^pe Catalogue Holders 
:ds 

le Paper Punch 
^"Out'' Baskets 
^Tes ter 
■Gun 

ipared by the Ohio Career Education and Curriculum Management Laboratory in Agricul- 
in for the United States Office of nJucation. Career Pr eparation in Agricultural 
leirvi ces . A Curriculum Guide fo r Hi gh School Vocational A griculture > Columbus, Ohio: 
ff;;for the U.. S. Department of Health, Education and Welfare, pp. 191-193. 
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Inverted Glass Jars for displaying seed and grain samples 

Cardboard Seed Sainple Boxes 

Bag Truck 

Fire Extinguisher 

Assorted Aluminum Scoops (Hand) 

Shovel 

Sealing Tape Machine 
Twine 

Buckets, Pails or other appropriate containers 
Soil Augers or Soil Probes 
Tape Labeler 
Seed Scales 

Counter Scales (60 lb. capacity) 
Platform Scales 
Folding Rule 



Protective Clothing such as : 

Rain Hat or Hard Hat 
Water Proof Clothing 
Rubber Gloves 
Boots 
Goggles 

Gas Mask and Dust Mask 
Respirator 



Seed Identification Kit 
Grain Identification Kit 
Labeling Materials 
Poster Board 

Feeding and Mixing Guides. 
Chemical Compatibility Charts 

Burlap-JBags 

Oil 
Grease 
Grease Guns 

Various Sizes of Paper Bags 
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Appropriate Small Hand Tools such as: 



Claw Hammers 
Handsaws 
Scre^«/drivers 
Steel Squares 
Metal Rulers 
Steel Tape 

Hacksaw . ..^ 

Electricians Side Cutting Pliers 
Coiribination Pliers 

Inside Calipers \ r 
Socket Set, 3/8'' Drive ' 
Needle Nose Pliers ' \r 

Electric Drill, 3/8" reversible- variable speed drill 
Coiribination Open-box End Wrench Set 
Drill Set 1/16" - 1/2" by 64ths 
Xin Snips 

Small Engine Tools which should be available in the agricultural mechanics labor 



Representative Tags, Labels, Empty Sacks or Containers of the following: 

Feeds 
Seeds 

Fertilizers 
Chemicals 



Different Samples of: 

Feed 
Seeds 

Fertilizers 
Lime 

Insecticides 



Herbicides 
Fungicides 



Copies of Forms used by local agricultural supply and service firms 

129 
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t|StDall Hand Tools such as: 




jtrivers 
^Squares 
^iiulers 
itCape 

cicians Side Cutting Pliers 

Calipers 
t-;Set, 3/8" Drive 
EJ;^ose Pliers 

cic Drill,' 3/8" reversible- variable speed drill 
aation Open-box End Wrench Set 
^Set 1/16" - 1/2" by 64ths 



ne Tools which should be available in the agricultural mechanics laboratory 
Live Tags, Labels, Empty Sacks or Containers of the following: 

lizers 
pals 

Samples of: 



Alps 



lizers 



ticides. 

tides 

tides 
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APPENDIX B* 



Selected List of Professional and Technical Societies 
and Organizations Concerned with Agricultural 
Supplies and Services and its Application 



Inclusion or omission of an organization or society in this list does not imply 
or disapproval of it. Additional information regarding local chap ters or sections 
organizations or societies may be obtained by writing directly to the executive secre 
the listed address. ; 

Agricultu ral Nitrogen Institute . 703 DuPont Building, 22 S. Second Street, 
Memphis, Tennessee 38103 . 

American Dehydrators Association , Room 523, 5800 Fox Ridge Dr., Mission, Kansas^ 

American Feed Manufacturers Associat ion. Inc., 53 West Jackson Blvd.. Chicaeo.^?^ 
Illinois 60604 ' -f 

American Potash Institute, Inc. , 1102 16th Street, N.W. , Washington, D. C. 2003i 

Arizona Grain & Seed Association , P.O. Box 1426, Mesa, Arizona 85201 

Arkansas Drier & Warehouseman's Association, Inc ., P.O. Box 710, Helena, Arkansaj 

California Grain and Feed Association , Room 1 14 , 3333 Watt Avenue , Sacramento,^ Q 

California Warehousemen's Association , 9 First Street, San Francisco, CA 94105' 



- -This'-list--'prep'are-d-'b'y^th'e"~0 
Agricultural Education for the United States Office of Education. Career Preparatioiv^ 
Apjricult ural Supplies and Services . A Curriculum Guide for High School Vocational Agi 



Colunfcus, Ohio: The Laboratory for the U. S. TDepartment of Health, Education and Well 
pp. 201-205. 
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:':;Selected List of Professional and Technical Societies 
and Organizations Concerned with Agricultural 
Supplies and Services and its Application 



r omission of an organization or society in this list does not imply approval 
f -it. Additional information regarding local chapters or sections of these 

societies may be obtained by writing directly to the executive secretary at 
ss • 

1 Nitrogen Institute , 703 DuPont Building, 22 S. Second Street, 
nness«e 38103 

hydrators Association , Room 523, 5800 Fox Ridge Dr., Mission, Kansas 66202 

ed Manufacturers Association, Inc ., 53 West Jackson Blvd., Chicago, 
0604 

tash Institute, Inc> , 1102 16th Street, N.W. , Washington, D. C. 20036 
in & Seed Association , P.O. Box 1426, Mesa, Arizona 85201 

ier & Warehouseman's Association, Inc ., P.O. Box 710, Helena, Arkansas 72342 
Grain and Feed Associati on, Room 114, 3333 Watt Avenue, Sacramento, - CA 95821 - 
Warehousemen's Associatio n, 9 First Street, San Francisco, CA 94105 



ired^by^h*e'^0hl'o'~CareeT"~Eduicra1:xon^an'd'~Curricui — 

cation for the United States Office of Education. Career Preparation in 

plies and Services . . A Curriculum Guide for High School Vocational Agriculture « 

;i;:The Laboratory for the U. S. Department of Health, Education and Welfare, 
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Carolina-Virginia Grain and Feed Dealers Association , P. 0. Box 2281, Raleigh^jj 

Colorado Grain and Feed Dealers Association , 1711 Pennsylvania, Denver, CO 803 

_ ^ , ^ . ,..| 

Distillers Feed Research Council, Inc, 1435 Enquirer Bldg., Cincinnati, Oh 

Duluth Grain Conunisslon Merchants' Association, 203 Duluth Board of Trade, Diili 
^ ^ _ ^ __ . .^^ 

Eastern Federation of Feed Merchants, Inc , , Box 2A8, Claverack, New York 125^] 
Eastern Shore Grain & Feed Dealers, Association , c/o Cargill, Seaford, BE 19^.| 

■ ■ ■ " "'rl^l 

. . , . 

Farm & Power Equipment Retailers of Ohio , 4216 Indianola Avenue, Columbus , Ohi< 

- - . ■ j^'^l 

Farmers Elevator Association of Minnesota , 852 Grain Exchange, Minneapolis jMNI 

Farmers Elevator Association of South Dakota, Box 579, Aberdeen, SD; 57401 'V^^ 

.• ■ ■ ■ - • ■ 

Farmers Grain Dealers Association of North Dakota , 412 Black Bldg. , Fargo, Np;|' 

^ ' ■ ■ . ■ : ■ ■ ■■■■■■ ■ ^ - ' , ^ '., 

Federation of Cash Grain Commission Merchants Association , 1005 Grain Exchange? 
Minneapolis , MN 55415 ::^^|! 

The Fertilizer Institute , 1015 18th Street, N.W,, Washington, D,C. 20036 ' , Hi 

Florida Feed Association, Inc , 404 S, 10th Street, Gainesville, Florida 326^^ 

~ . ; v-:v.,>!iH!' 

Georgia Feed Association, Inc , c/o Edward E. buiith & Co, , Room 227 , 3166 Mapll 
Atlanta, Georgia 30305 . 



Georgia Grain Dealers Association , Inc., P.O. Box 56, Arab i, Georgia 31712 

I 

Grain Elevator & Processing Superintendents Association , Board of Trade, Chica] 
Grain & Feed Association of Illinois , 612 S. 2nd Street, Springfield, II 6270. 
Idaho Feed and Grain Association, Inc , Box 600, Burley, Idaho 83318 ,V; 

. ■ . ■■ . i| 

■ ■ . . . . ■ ■ V. .„,: Ml 
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Hinla Grain and Feed Dealers Association , P. 0. Box 2281, Raleigh, NC 27602 



rliiii and Feed Dealers Association, 1711 Pennsylvania, Denver, CO 80203' 



iFeedv Research Council, Inc. , 1435 Enquirer Bldg., Cincinnati, Oh 45202 



^n Commission Merchants* Association, 203 Duluth Board of Trade, Duluth, MN 55802 



deration of Feed Merchants , In c. , Box 248, Claverack , New York 12531 

[T" ^ ^ — • 

pre Grain & Feed Dealers, Association , c/o Carglll, Seaford, DE 19973 

^'r Equipment Retailers of Ohio , 4216 Indlanola Avenue, Columbus, Ohio 43214 

j&yator Association of Minnesota , 852 Grain Exchange, Minneapolis, MN 55415 

levator Association of South Da kota, Box 579, Aberdeen, SD 57401 

fain' Dealers Association of North Dakota , 412 Black Bldg., Fargo, ND 58102 

Cof Cash Grain Commission Merchants Association , 1005 Grain Exchange Bldg., 

MN 55415 [ " ' ~ 

B-:'.: ■ r ^ • . ■ ■ 

ilzer Institute , 1015 18th Street, N.W. , Washington, D.C, 20036 

|ed Association, Inc ., 404 S. 10th Street, Gainesville, Florida 32601 

[ed Association, Inc ., c/o Edward E. Smith & Co., Room 227, 3166 Maple Dr. N.W. , 
feorgia 30305 

l^ain Dealers Association, Inc., P.O. Box 56, Arabi, Georgia 31712 



.yiocess Superintendents Association , Board of Trade, Ch icago, IL 60604 



^(i Association of Illinois , 612 S. 2nd Street, Springfield, II 62705 



land Grain Association, Inc., Box 600, Burley, Idaho 83318 
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Indiana Grain & Feed Dealers Association. Inc , , 505 Board of Trade Bldg. , 
Indianapolis, Indiana 46204 



Iowa Fertilizer & Chemical Association . 541-31st Street, Des Moines, Iowa 50312 
Iowa Grain & Feed Association , 201 Shops Bldg., Des Moines, Iowa 50309 ^ 
Kansas Grain & Feed Dealers Association . 1217 Hilton Tower, Hutchinson, Kansas : 

Kentucky Feed & Grain Association . P.O. Box 425, Lexington, Kentucky 40501 

■ ■ ■ '1' 
Louisiana Grain & Feed Dealers Association. Inc. , Knapp Hall, Louisiana State 

University, Baton Rouge, Louisiana 70803 



Mchigan Bean Shippers Association , 500 Eddy Blcyi. , Saginaw, Michigan 48604 * ''^ 



Mchigan Grain & Agri-Dealers Association . P.O. Box 9132, Lansing, Michigan 489J 



Midsouth Soybean & Grain Shippers Association. P.O. Box 687, Bly theville, Arkaris 

Midwest Feed-Manufacturers ^Association . 934 Wyandotte Street, Kansas City, M0^|( 

The Minneapolis Grain Commission Merchants Association . 8i24 Flour Exchange Bldgf 
Minneapolis, MN 55415 , - . 



Mississippi Feed & Grain Association . Box 4357, Jackson, Mississippi 39216 

Missouri Agr- Industries Council, Inc. . Box 19197, Kansas City, MO 64141 S 

National Fertilizer Solutions Association . 910 Lehmann Bldg. , Peoria, Illinois 

National Grain & Feed Association . 500 Folger Bldg. , 725 I5th Street, N,W. , Wash' 
D.C. 20005 



Nebraska Grain & Feed Dealers Association . 522 Terminal Bldg., Lincoln, Nebraska:^ 
New England Grain & Feed Council . P, 0. Box 475, Fitchburg, Massachusetts 01420 
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j-ti ' S^^^^^F^^ Association a Inc , , 505 Board of Trade Bldg., 

ii^-^Indiana 46204 

. • ■ ■ . • . 

Lier & Chemical Associ a tion ^ 541-'31st Street, Des Moines, Iowa 50312 

Si'^Feed Association , 201 Shops Bldg., Des Moines, Iowa 50309 

al& Feed Dealers Association , 1217 Hilton Tower, Hutchinson, Kansas 67501 

gd • iSi Grain Association , P.O. Box 425, Lexington, Kentucky 40501 

rain & Feed Dealers Association, Inc, , Knapp Hall, Louisiana State 
*B at on Rouge, Louisiana 70803 

an^ Shippers Association , 500 Eddy Bldg., Saginaw, Michigan 48604 

kin d Agri-Dealers Association , P.O. Box 9132, Lansing, Michigan 48909 

ybean & Grain Shippers Associa t Aonj_ P* 0. Box 687, Blytheville, Arkansas 72315 

^'Manufacturers' Association , 934 Wyandotte Street, Kansas City, MO 64105 

oils Grain Commission Merchants Association , 824 Flour Exchange Bldg. , 
;;MN 55415 

.TFeed & Grain Association , Box 4357, Jackson, Mississippi 39216 
^Industries Council, Inc. , Box 19197, Kansas City, MO 64141 
'rtilizer Solutions Association , 910 Lehmann Bldg., Peoria, Illinois 61602 
'ain & Feed Association , 500 Folger Bldg., 725 15th Street, U.W., Washington, 

•ain & Feed Dealers Association , 522 Terminal Bldg., Lincoln, Nebraska 68508 
1- Grain & Feed Council, P. 0. Box 475, Fitchburg, Massachusetts 01420 
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New Mexico Grain & Feed Dealers Association , Albuquerque, New Mexico 87110 

Northeastern Poultry Producers Council , .322 Oxford Valley Road, Fairless HillsV 
Pennsylvania 19030 Mi 

, Northwest Agri-Dealers Association^ Inc> , P.O. Box 854, Mankato, Minnesota 560 

Northwest Country Elevator Association , 920 Grain Exchange Bldg. , Minneapolis 

N.W. Feed Manufacturers Association , Box 67, Minneapolis, MN 55440 ''.('^W^ 

Ohio Agricultural Council , 632 Beaumont Road, Colunibus, Ohio 43212 ^'i^^ 

Ohio Grain> Feed and Fertilizer Association Inc, , 5625 North High Street, P.O.ii 

Worthington, Ohio 43085 :r : -ll 

. '■■ ■ , . ... 

Ohio Pesticide Institute , 83 South High Street, Colunbus, Ohio 43215 

Ohio Soil Fertility & Education Society , 1885 Neil Avenue, Columbus, Ohio : 432i( 

Oklahoma Grairi'^''& 'Feed Dealers Association , P.O. Box 1747, Enid, Oklahoma -737p^^^ 

Omaha Cash Grain Commission Merchants* Association , 606 Grain Exchange , Omaha^M 

Oregon Feed, Seed & Suppliers Association , 1812 N«W. Kearney Street, PortlandM^ 

' . - ; . 

Pacific Northwest Grain Dealers Association, Inc. , 514 Peyton Bldg., Spokane, 

Panhandle Grain & Feed Dealers Association , Amarillo Grain Exchange, Amarillo'^l' 

Penn Ag Indus tries , 119 E. Main Street, Box 329, Ephrata, PA 17522 ''■^'^■M 

Sioux City Grain & Feed Association , P.O. Box 3 41 y , Sioux City , Jowa^5I101 I, J 



South Dakota Fertilizer & Ag Chemical Assoc. , 116 N. Euclid, Pierre, SD 5756l|| 
South Texas Country Elevator Assoc. > Inc. , P.O. Box 1021, Raymondville, Texas ^l' 
Texas Grain & Feed Assoc. , 1201 Sinclair Bldg., Fort Worth, Texas 76102 ^^Mi 
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Brain & Feed Dealers Association , Albuquerque, New Mexico 87110 



a"'Poultry Producers Council , 322 Oxford Valley Road, Fairless Hills, 
as; 19030 

grl-Dealers Association, Inc, ; P.O. Box 854, Mankato, Minnesota 56001 



pxmtry Elevator Association , 920 Grain Exchange Bldg. , Minneapolis, MN 55415 

S"","" " ' " ' ' ' ' ^ ' " 

anufacturers Association , Box 67, Minneapolis, MN 55440 

£<;;'■**•'• 

Itural Council ; 632 Beaumont Road, Columbus, Ohio 43212 

)iFeed and Fertilizer Association Inc, , 5625 North High Street, P.O. Box 151, 
Ohio 43085 

tde Institute , 83 South High Street, Coluufcus, Ohio 43215 

ertility & Education Society , 1885 Neil Avenue, Coluiribus, Ohio 43210 

- ■■ ■ . • . ■ ■ 

iain & Feed Dealers Association , P.O. Box 1747, Enid, Oklahoma 73701 

•■; . • \ - ■ ; ■ _ " 

Graia Commission Merchants^ Association , 606 Grain Exchange, Omaha, NE 68102 

?> . , ■ ■ . ^ 

I^^Seed & Suppliers Association , 1812 N.W. Kearney Street, Portland, Oregon 97209 
thwest Grain Dealers Association, Inc. , 514 Peyton Bldg. , Spokane, WA 99201 
irain & Feed Dealers Association , Amarillo Train Exchange, Amarillo, TX 79105 
us tries , 119 E. Main Street, Box 329, Ephrata,>PA 17522 

Gj:ain3^ee.d^Ass.o.ciati.on ,^P...O Box^341-,^Sio.ux^Ci ty->,^Iowa~.5II0i-. , 



a- Fertilizer & Ag Chemical Assoc. , 116 N. Euclid, Pierre, SD 57501 
^Country Elevator Assoc., Inc. , P.O. Box 1021, Raymondville, Texas 78580 

' ' : - 

l&VFeed Assoc. , 1201 Sinclair Bldg., Fort Worth, Texas 76102 

ffSP' " ' ' ' ' • . ■ • 

■ " ■ ■ ■ . 

I- ■ 
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Utah Feed Manufacturers & Dealers Association , Animal Science Department, 
Utah State University, Logan, Utah 84321 * 

West Texas Grain Elevator Association , P.O. Box 150, Tulia, Texas 79088 

West Virginia Feed Dealers Association , P •O/. Box 1479 , Huntington, WV 25716 

Wisconsin Feed, Seed & Farm Supply Association , Inc., 152 W. Wisconsin Avenue,'.^; 
Milwaukee, Wisconsin 53203 

The Wyoml ns Grain. Feed and Seed Dealers Association . Box 3251, Laramie, WY 82'( 
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anufacturers & Dealers Association ^ Aniinal Science Department, 
IJrilversltyi Logan, Utah 84321 

Iff ^ ■ . 

Sratn Elevator Association ^ P.0» Box 150, Tulia, Texas 79088 

Feted Dealers Association , P.0» Box 1479, Huntington, WV 25716 

gedy Seed & Fgrm Supply Association ^ Inc., 152 W. Wisconsin Avenue, 
Wfiscon^ in 53203 

-'Grain ^ Feed and Seed Dealers Association , Box 3251, Laramie, WY 820 7C 
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